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BANKERS MONTHLY will keep until you land that 
fish. All we ask is that you don't let summer 
recreation make you lose touch with what's 
new and best in bank management é 


and operation. . 
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A RAND MSNALLY PUBLICATION 


AID YOUR COMMUNITY—YOUR BANK— 
NATIONAL DEFENSE WITH 


Participlan 


THE SYSTEMATIC SAVINGS PLAN FOR BUYING DEFENSE BONDS 


Participlan offers you an unusual opportunity to build tremendous community good will 
for your bank. It identifies the bank as a whole-hearted cooperator with the government and 
the public in America’s gigantic defense preparations. It aids and supplements the Treasury 
De ent’s huge defense financing efforts. And it offers your customers and community a 
welcomed service, at the same time further convincing them of the value of systematic saving. 


Participlan is the application of a specialized coupon: book savings club plan to the pur- 
chase of United States Defense Bonds, using — coupon books, jackets, ‘itlets. and displa 
cards produced by Rand M£Nally Systems Division. Coupon books are available for quic 
delivery in denominations ee with many of the isswe prices of Defense Bonds. 
Many leading banks have already adopted Participlan. 


Millions of ek today —s save and repay obligations systematically with con- 
er 


venient coupon systems. ore Portici- COMPLETE SYSTEMS now ready include 


plan _—- with public accomplishment. You esti: Sash aiteiions caiies tami 
know the advantages of such systems to the bank— ; “ek ; 


their simplicity and economy of ag And you 
y 


know the quality of Rand MfNa 


INSTALL PARTICIPLAN NOW! 


Aid Defense—Build good will—Establish your bank as local headquarters 
for National Defense financing. Write or wire today for full particulars. 


* RAND MCNALLY BANK SYSTEMS* 


RAND MSNALLY & COMPANY 


Chicago New York San Francisco 
111 Eighth Ave. 


Bank Systems. 





RANGE OF DEPOSITS 


/O Tears of 1940) $158,048, 476.37 
SEVICE eae 


1937—Business Recession 


The Farmers and Merchants National Bank of Los 1933—Tbe Bank Holiday 
Angeles is celebrating its 70th anniversary . . . an 5 
important milestone in the life of any institution. 

Behind us lie seven decades of progress for this com- 69 843 08. 67 
munity and the nation. Two wars have been fought and 
won. Alternating periods of prosperity and depression = 1929—Stock Market Crash — World 
have ruled our economic affairs. The automobile, the ! Capa 
airplane, motion pictures and radio have revolutionized & 
our domestic and business life. Los Angeles has grown = 1922—The Golden 20's 
from a sleepy pueblo to America’s fifth city. . 

We are proud of the part this institution has had in. 
the rapid development of this community . . . in the $30 958, 667.66 
growth of many of Southern California’s successful busi- 
ness enterprises . . . of our 67 years of consecutive divi- BS 1920—Invention of Radio 
dends to stockholders. Proud, too, of the reputation for f 
sound banking practices...for helpful, friendly service... J 1917—United States Declared W ar 
which has grown throughout the years. y 

Looking to the future, we pledge a continuance of 


these time-proven policies in a greater service to South- 

sen Caltfoonia and et those who live and labor here. 12,989, 748.29 
We cordially invite the patronage of those who know 

that a strong conservative bank is a sturdy, helpful part- 

ner in meeting the complex problems of today . . . and fy} 1903—First Successful Airplane Flight 


the years ahead. 
"6, 335,27176 


1914—W orld W ar began in Exrope 


1906—San Francisco Earthquake 


1892—Drilling of First Oil Well im So. California 


! 42. 138,673.96 


1887—Great Real Estate Boom in So. California 
1884—De pression 


41881) ¢7 703,295.52 
1876—Southern Pacific Completes First Railroad 
Linking Los Angeles with Rest of Nation 


THE FARMERS AND MERCHANTS NATIONAL BANK 
OF LOS ANGELES 


Fourth and Main Streets 


CAPITAL $3,000,000 SURPLUS $4,500,000 


UNDIVIDED PROFITS $920,000 
Member Federal Deposit Insurance Corp. Member Federal Reserve System 
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BANK MANAGEMENT CONTROLS 


is off the press! 


EFORE Bankers Monthly had published the last article of H. N. Stronck’s series on 
“Bank Management Controls,” bankers and business leaders in all sections of the 
country were asking us to collect the series in book form. 






The demand for this comprehensive information, conveniently arranged under one cover for quick 
access, became so insistent and widespread that we prevailed on Mr. Stronck to revise and re-edit the 
material for book publication. Through the co-operative efforts of the Rand M¢Nally Printing Depart- 
ment, the book was put into type form and on the press in record time. Copies are now ready 
for distribution. 


ADVANCE SALE HEAVY 


More than three-fifths of this entire printing 
has already been earmarked to fill orders that 
were received prior to publication. To make 
sure that you get your copy, from among the 
few hundred remaining, we strongly urge that 
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a case of “first come, first served.” 
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You need send no money with your - Fs my chapters coy TS, ineffi. 
order. When you receive the book, Pe oo agement ee departmen; 
examine it for ONE WEEK, then 2: Thetenana ©Pperation: and phase 





either send your check for $5.00 or 
return the book at our expense. 






We strongly doubt, however, 
that you will be willing to part 
with it, once you discover its im- 
mense value in establishing and 
maintaining effective controls 
over every phase of your operat- 
ing procedure. 












Bank Publications Div., Rand M¢Nally & Co., 
536 So. Clark St., Chicago, Illinois 

Please send me a copy of your new book: BANK MANAGEMENT CONTROLS, for examination. 
At the end of 7 days I will either return the book to you or send you my check for $5.00. 








Name Title 
























Bank 








Address 
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Thunder on the Coast 


EHIND our great guns and other 
B weapons stand less spectacular, 
but no less vital, aids to national secur- 
ity—the men and women who, in ways 
often unseenand unpublicized, are help- 
ing to forge a mighty, armed America. 

Naturally, the commercial banks of 


the nation have rallied to the country’s 


call. Among them, the Chase National 
Bank is doing its share in putting our 
defense gears into mesh. Its active co- 
operation with correspondent banks, 
especially in the solution of their de- 
fense loan problems, assists in bringing 
the strength of the banking structure 


to bear on the needs of the nation. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Machines Make Auditing Easy 
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With resources slightly under a million, this bank has audit controls 
which are easily operated by the president because of the facilities 
provided by modern equipment. He explains his technique here. 






to satisfactory auditing and con- receipt form on the bottom of the 
President,Chesaning State Bank, Chesaning, Michigan 


Tiosat are seven prerequisites By CLARENCE SCHAFER dered, the borrower signs the 


trol procedure which I have duplicate collateral register sheet 


i, found useful, as follows: and the sheet is removed from the 
es: 1. The board of directors must file. 
“3 be asked to define whatever mat- 6. An annual two-week vaca- Assignments are separated from 


ters of broad general policy they tion, at least, must be required. For the collateral and are kept in my 4 
wish to establish. The auditing bookkeepers and tellers, it is pref- individual file, thus destroying ; 
function is then that of executive erable that vacations extend over  negotiability. If the loan maturity 
verification. the monthly statement period. and nature of collateral permits, it 

2. The management must estab- 7. It is my custom to open all is shipped to our correspondent 
lish a definite treatment for every incoming mail in order to become as bank for safe-keeping. The corre- 
type of transaction and insist that familiar with the contents as may spondent bank’s receipts are much 
all transactions of this type be per- seem necessary before distributing easier to audit than the collateral 
formed as prescribed. Auditing it among employees for attention. itself and a measure of dual control 
hazards are much greater with un- The mail to which I wish to give is thus introduced. Also, insurance 
orthodox handling of transactions. my personal attention is retained. premiums are reduced. 


3. Operating routine must be This custom is very helpful in keep- A machine-posted liability card 
rotated among employees as much ing me informed on what is going system is kept on every borrower 
as possible. It must be realized that on in the bank. and is proved monthly. We use a 
in banks with only a few em- ? machine which writes the tickler, 
ployees, a proper rotation of routine Loans And Discounts the notice and note register in one 
work is impossible. But it must not Unsecured notes and endorsed operation, and posts the liability 


be forgotten that where a number _ paper need attention principally to card in another operation with daily 
of employees interchange duties, guard against forgery and unau- proof of postings provided. 
that an effective control function is thorized signatures. They are seg- 


thereby obtained and only collusion regated on our daily statement and Mortgages 

can prevent inaccuracies coming to are proved regularly by adding- A mortgage file is set up for each 
light almost immediately. Barring machine list with the general mortgage. The form we use has 
collusion, discovery cannot be long ledger. separate compartments for the ap- 
delayed. It is history that the larg- Notes secured by chattel mort- plication, the appraisal, the mort- 
est losses are those covered up for gage have the same treatment, in- gage, the abstract, the insurance 
the longest period of time. cluding a personal inspection of the policies, the settlement sheet and 
4. Manifold forms must be used chattels. a compartment for all correspond- 
In advices and records wherever Forms for collateral notes to be ence. The mortgage note and mort- 
possible. secured by market securities or gage register are kept in the cage. 


5. Vaults must be kept entirely local stocks and bonds are made up'_ All instruments are stamped with 
clear of all miscellaneous storage in duplicate sets, the note being the alphabetical letter and number 
for customers. Customers should be the original, the duplicate in the assigned to the mortgage. The mort- 
obliged to rent a box or accept a_ form of a collateral register sheet gage register card contains a record 
regular form safe-keeping receipt to be filed alphabetically in the of principal and interest payments 
for all valuables or securities they collateral register. When the note with tabbed tickler and record of 
wish to leave, however temporary. is paid and the collateral surren- unpaid taxes. This arrangement 
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Loan No. 
Mortgeger 

Address of Property 
Type of Property 


Original Amount of Loan 
TO 


Mortgagee Address 


INVENTORY 


IN OUT IN OUT IN OUT IN OUT IN OUT 


Abstract 


Attorneys Letter of Opinion 


Appraised Value 
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Guarantee Policy (Owners) 





Guarantee Policy (Mortgages) 


“V9LH0N 





Note 


Mortgage 





Rent Assignment 





Application 





Credit Report 





Appraisal Report 





Tax & Assessment Receipts 





Fire Insurance 





Windstorm Insurance 





Torrens Certificate (Owners) 





Torrens Certificate (Mort. Duplicate) 


() Special } 
(LD) Standard | 


Applies to this Case 


$ 
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ization Payments) 


Monthly Payment to Principal 


and Interest, $ 
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This is the “heart” of the mortgage file, which keeps all documents 
relating to the particular mortgage in definite order. 


permits ready audit. 
II mortgages 
same, with a 
ledger control. 


FHA Title 
are handled the 
separate general 


Industrial Loans 


Ledger cards similar to savings 
ledger cards are set up for machine 
posting with appropriate space at 
top of card for describing collateral 
and other pertinent details. The cus- 
tomer is provided with a numbered 
coupon book with the coupons and 
stubs attached. The amount of each 
payment is stamped on coupon and 
stub with an ordinary price marker. 
When payments are made, the 
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coupon and stub are stamped by the 
teller. The coupon is torn off and 
dropped into the counter tray as 
the credit ticket. The stub is the 
customer’s receipt. 


Correspondents Supply Dual 
Control Of Securities 


Under this broad classification, 
general ledger accounts are kept 
for Governments unpledged, Gov- 
ernments pledged, secondary re- 
serve investments, municipal and 
nontaxable securities, other secu- 
rities, and Federal Reserve Bank 
stock. 

A file is kept on each security 


purchased and in this file is placeg 
the prospectus and all information 
and correspondence pertaining 
thereto. The bond register is a vis. 
ible card which classifies the secy- 
rities, and in addition to description 
of the issue, provides a record of 
principal and interest payments, 
interest amortization, automatic 
tickler for interest and a space on 
the back of the card for quotes and 
market prices. 

A value table for our usual unit 
of purchase is made in eighths for 
market bonds and thirty-seconds 
for Governments. This makes it 
easy to audit the value of the entire 
list for comparison with book values 
to get the net appreciation or de- 
preciation, which net is reported at 
every Board meeting. 

The amount of bond income re- 
ceivable may be easily checked 
with the income account. 

Bonds belonging to the bank are 
not necessarily kept on the prem- 
ises. Purchases may be _ routed 
direct from source to our corre- 
spondent bank for safe-keeping. 
The safe-keeping receipts are kept 
in a single large envelope in the 
same order as set up in the bond 
register. Auditing them is a matter 
of minutes. Our correspondents 
thereby obligingly serve as the other 
half of our dual control on secu- 
rities. Blanket bond insurance is 
saved by this method and some 
shipping charges as well. 


Cash 


We run three windows and each 
teller has separate cash. There is 
a cash control for each on the gen- 
eral ledger. The assistant cashier 
has control of vault cash. The tellers 
are expected to keep our cash ata 
minimum which insures protection 
within our blanket bond. 


Tellers’ Daily Proof 


Tellers use a cash blotter only. 
All other entries are by means of 
debit and credit slips. Cash tickets, 
as distinguished from the regular 
debit and credit slips, are placed 
side by side under a carbon beneath 
the teller’s blotter. After a debit 
or credit cash entry is made, the 
duplicate debit or credit cash ticket 
is removed and dropped into the 
counter tray. 

The counter tray has five com- 
partments for distribution of items 
as handled. This is a big improve- 
ment over placing cashed items in 
a drawer. One compartment is used 
for deposit tickets and the items 
and cash ticket making up the 
deposit. Another for cashed transit 
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items, another for cashed “us” 
checks, another for every other 
kind of debit, and the last one for 
every other kind of credit. 

The deposit slips and items in the 
first compartment are passed on to 
the bookkeepers for batch proving 
as they accumulate. The cashed 
items are run and a single credit 
cash ticket attached for their total. 
Single cash tickets are attached to 
each batch of miscellaneous debits 
and credits and they are totalled 
and passed on to the bookkeepers. 
After closing, the total of cash on 
hand is added to the blotter credits 
and the morning’s opening cash 
added to the debits to make the 
daily proof. The cash on hand must 
agree with the amount charged 
against the cage by the bookkeepers 
as shown on the general ledger. 

Entries not involving cash require 
a debit slip for every credit slip. We 
alternate debit and credit slips in 
the pads, slip a carbon between and 
make both slips at one writing. No 
chance for a different amount. 


Cash Items 


Cash items are carried as a gen- 
eral ledger account with a detailed 
daily description. 


Correspondent Bank Accounts 


We have one New York account, 
one Chicago account, and one De- 
troit account in addition to the 
Federal Reserve. Reconcilements 
are made twice a month in ink in 
a bound book in preference to a 
looseleaf book. 

Draft registers have been dis- 
carded. Draft forms are made up in 
numbered duplicate sets with car- 
bon. A carbon register copy of each 
draft issued is thereby obtained. A 
portable typewriter in the cage near 
the draft rack speeds the operation. 
The register copy is dropped in with 
the credit items. 

Copies of the Board’s resolutions 
granting authority to sign for the 
bank containing whatever limita- 
tions there may be are filed with 
the correspondent banks. Their re- 
sponsibility to be governed accord- 
ingly is thereby fixed. 


Items In Transit 


Transit items other than checks 
cashed or deposited usually rep- 
resent items with bills of lading or 
other documents attached. A num- 
bered bound book in duplicate with 
pencil carbon is used for the record. 
This provides all essential data. The 
original accompanies the item and 
the duplicate is for the permanent 
record. An adding machine tape of 
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CHESANING STATE BANK 
CHESANING, MICHIGAN pb 


STATEMENT OF ACCOUNT OF 


CHECKS IN DETAIL 
BALANCE BROUGHT FORWARD 





BALANCE 


A “one-time-carbon” permits simultaneous posting of statement 
and ledger. Account names are stamped by addressograph. 


outstanding items can be readily 
made to prove with the general 
ledger control. 


Commercial Accounts 


With the present day activity of 
most commercial accounts and the 
great volume of items handled daily, 
whatever protection a bank can 
have from the control standpoint 
must be built into the operating 
system and be largely automatic. 

Our form of posting is known as 
single posting although we have a 
double run of checks and deposits. 
A combination form of customer 
statement and ledger sheet is used 
with a one-time carbon. The first 
run is made on a journal sheet only, 
without carbon. The old balances 
are picked up and the postings made 
on the journal but the ledger sheets 
are not handled. Thus, a journal is 
obtained together with a proof of 
totals of checks and deposits. The 
second run is then made and post- 
ings actually made to the combined 
ledger and customer’s statement 
with a carbon journal sheet remain- 
ing in the machine throughout the 
posting. The new balances as shown 
by the two journal sheets, laid next 
to each other, are compared and the 
proof is complete. Two postings are 
made daily, one at one o’clock in- 
cluding mail checks and morning 
items. The second run is at closing. 

Throwing deposits into the next 
day’s business carries an element 
of danger. Only occasionally do we 
have after-hour deposits to be car- 
ried over until the following day. 
We are obliged to require that cus- 
tomers strictly observe our closing 


hour on account of the forty-hour 
week. 

Incoming mail items from all 
letters are first segregated as to 
money orders, certificates: of de- 
posit, certified checks, dividend 
checks, and ordinary checks. They 
are then run on a duplex transit 
machine so that a total of each seg- 
regation is obtained. The grand 
total should agree with the total of 
all the letters, and usually does 
without difficulty. This saves sepa- 
rate runs after the letters have been 
proved and earmarks the incoming 
items for tracing at any time. 

Tellers are charged with the re- 
sponsibility for signatures, regular- 
ity in form, and endorsements for 
all incoming mail items. Also on 
items cashed over the counter. The 
bookkeepers have responsibility as 
to deposited items which, of course, - 
are not scanned by the tellers. The 
tellers only count the cash and sub- 
stitute a cash debit ticket. The 
bookkeepers pick up deposited 
items, deposit slips, and tellers’ cash 
tickets. 

After sorting them, they batch 
proof them on a double ribbon add- 
ing machine which provides an 
original and duplicate tape. The 
duplicate tape of “us” checks goes 
with the checks to the posting ma- 
chine operator. The duplicate tape 
of transit items is wrapped around 
the items and is ready for the mail 
as soon as the checks are endorsed. 
To the tape of transit items cashed 
only, must be added the name of 
the last endorser. The original tape 
is retained permanently. 

All employees assist in making 
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1. The 
posted. 


2. Industrial loan payments 
are posted from the coupons 
taken from customers’ books. 

3. A typewriter is used in the 
draft cage to write bank money 
orders with duplicates. 

4. Ledgers and statements are 
made at one time on a posting 
machine. 


liability ledger is 


up the statements at the end of the 
month for customers requiring 
monthly statements, new ledger and 
statement sheets having previously 
been headed up with an addresso- 
graph. The statements not mailed 
at once are turned over to the tell- 
ers for delivery upon call. On April 
first and October first each year, 
the check files are cleared com- 
pletely and each customer receives 
a statement. 


Garnishments 


Accounts garnisheed are imme- 
diately charged with the amount 
impounded by the garnishment and 
the amount transferred to a “Gar- 
nisheed Funds Account” pending 
order of the court. Safety boxes are 
included in disclosure, “contents 
unknown.” 


Bank Money Orders 


Bank money orders have replaced 
cashier’s checks. They are in trip- 
licate sets with one-time carbon, 
providing a complete purchaser’s 
receipt in addition to the register 
copy. The outstanding orders as 
evidenced by the register copies 
can be run in a fraction of the time 
required to look for those blank 
white spaces on the registers for 
months and years back. Hence, the 
carbon register copies seem de- 
cidedly preferable to the registers 
from a control viewpoint. The regis- 
ter copies for orders paid are lifted 
from the file daily and stapled to- 
gether for filing. This saves listing 
of numbers of orders either issued 
or paid. 

If money orders and drafts are 
issued through more than one cage, 
the use of registers are a great 
deterrent to cage segregation and 
make separate cage balancing dif- 
ficult if not impossible. 


Demand And Time Certificates 


These are issued 
same as drafts. 
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in duplicate, 
Time certificate 


How The Machines Are Used 


5. Incoming mail items are 
run on a duplex transit machine 
which gives a total of segrega- 
tion. 


6. Items received at the win- 
dow are proved in batches on a 
double-ribbon adding machine. 
The duplicate tape of “us” checks 
goes to the bookkeeper. The 
duplicate tape of transit items 
is sent with the items to the city 


holders are notified ten days before 
maturity. Demand C. Ds. turn over 
rapidly and do not seem to create 
many auditing problems. 


Savings Deposits 


Depositors are encouraged to 
make out their own deposit tickets 
and withdrawal receipts, but many 
fail to do so. Many old and feeble 
depositors cannot do so. The ticket 
shows the closing balance in the 
passbook so the bookkeeper can 
verify when posting. Machine post- 
ing provides a neater record, also 
a proof and journal. 

An occasional run of savings ac- 
counts is taken by the executive 
officer and account numbers not in 
the sequence compared with the 
dead account cards to check against 
lifting of live accounts. 


Income Accounts 


Auditing of income is one of the 
most important control functions. 
An accrual system is ideal. The best 
substitute I know of is a monthly 
breakdown of all income items 
and the usual accumulation to date 
in a parallel column. I scan the 
present picture and the previous 
year to date in comparison with the 
daily statements of both dates, and 
items seemingly out of line are 
given special attention. 


Expense Accounts 


Expense breakdowns and the 
same methods of comparison are 
used as with income. A purchase 
record card system with duplicate 
purchase order forms and a “want” 
file are all the tools needed to con- 
trol supplies and equipment and 
likewise a large share of the ex- 
pense account. Payroll account is 
kept privately. and checked with 
directors’ minutes. 


Interest Paid 


Interest paid on savings at one 
per cent quarterly on the minimum 


correspondent. The original tape 
is filed permanently. 

7. Ledger sheets are put 
through an addressograph ma. 
chine in which the account 
names are stamped on the sheet. 

8. A savings posting machine 
supplies a proof and a journal. 

9. All safe deposit entry slips 
are stamped in and out on a 
time clock. 


balance approximates 122% of the 
balance at the beginning of the 
quarter. 


Satety Deposit Boxes 


We have separate lease forms for 
individuals, partnerships and cor- 
porations, executed in duplicate— 
copy for the renter. 

Signed entry slips timeclocked for 
entry and departure are used. Box 
numbers are listed on the blotter 
and the slips filed according to num- 
ber. Every day’s history and every 
box history is permanent. Rental 
receipts are issued from a bound 
receipt book in duplicate. The 
duplicates provide an auditing as 
well as posting medium. 

The monthly item count or inven- 
tory shows the number of rented 
boxes and their rental rates and 
earmarks the annual income. 

Employees are forbidden to keep 
keys for any customer. Vacant box 
keys are kept in small numbered 
envelopes within a control box, the 
key to which is kept by the execu- 
tive officer. Access to boxes is re- 
fused unauthorized persons unless 
the regular deputy forms provided 
by the bank are used, or unless 
other written authority is approved. 


Sate-Keeping Securities For 
Customers 


Serially numbered duplicate re- 
ceipts are issued, the form being 
identical with that used by our 
correspondent bank to which all 
safe-keeping securities are shipped. 
The correspondent’s receipt bears 
our customer’s name, and both re- 
ceipt numbers are placed on 
receipt and duplicate. The corre- 
spondent’s periodic audit list is 
checked with our record. Again we 
have a measure of dual control. 


Escrow Deposits 


Escrow deposits are accepted 
only on the bank’s triplicate form, 


(Continued on page 324) 
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Obey The "St op! "In Stop-Payments- 


Cases here quoted give the impression that it is better to 
refuse payment on a check against which a’stop order has 
been issued if there is any question, for banks have had 
to reimburse customers when the order was not obeyed. 


ENERALLY speaking, the 
G drawer of a check has the 

right to stop payment there- 
on at any time before its presenta- 
tion and certification, or payment, 
by his bank. Consequently, a bank 
may well stop, look, and listen, 
upon receipt of such an order, for its 
clear violation may render the bank 
liable for loss resulting to the 
drawer thereby. 

In view of this, the question of 
the sufficiency of stop payment 
orders is one of importance. And 
here, in the absence of statutory or 
contractual limitations, the courts 
have generally held that any timely 
definite stop payment notice will be 
binding upon a bank. The applica- 
tion of this rule, and the reasoning 
upon which it is based, is illustrated 
in a number of cases. For example: 


Typewritten Stop Payment 


In one case the plaintiff issued 
two checks in the sum of $1,500 
each. Before either of the checks 
had been presented, plaintiff wrote 
the defendant bank to stop payment 
thereon, giving the check numbers, 
the amounts, and naming the payee. 
This letter, including the plaintiff’s 
signature, was in typewriting. Be- 
cause of the typewritten signature, 
the defendant refused to recognize 
the letter as a valid stop order. 

Consequently, before plaintiff had 
complied with defendant’s require- 
ment of his signature in longhand, 
the defendant certified, and later 
paid, one of the checks. Thereafter 
plaintiff sued for his claimed loss 
caused thereby, and recovered a 
judgment for $1,500. The defendant 
bank appealed, and the higher court 
In affirming the judgment said, in 
part: 

“We think that the sole question 
for our determination is, was plain- 
tiffs said letter or notice * * *, 
signed in typewriting, a sufficient 
notice to the bank not to pay the 
check in question? * * * The bank 
is the agent and the depositor the 
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By LESLIE CHILDS 


principal, and the latter has the 
right seasonably to countermand 
any order upon the agent which he, 
the principal, may have issued. * * * 

“It would seem to follow that any 
act of the drawer of a check, which 
conveys to the bank before certifi- 
cation definite instruction to stop 
payment of the check, would be 
sufficient for the purpose. In the 
present case the instruction was in 
writing and was seasonable and 
definite. Our conclusion is that the 
judgment * * * was right and 
should be affirmed, and it is so 
ordered. Affirmed.” (222 Ill. App. 
24) 


Telephone Stop Payments 


In another case of this kind, the 
sufficiency of a telephone notice to 
stop payment of a check, given to 
the cashier of a bank on Sunday at 
a place other than the bank, was 
raised under the following facts. 
The plaintiff drew a check for $700 
on a certain Saturday night and 
delivered it to the payee. The fol- 
lowing day, Sunday, plaintiff called 
the cashier by telephone at the lat- 
ter’s residence and stopped pay- 
ment upon the check. The cashier 
received this notice without objec- 
tion and promised to attend to it 
the following morning. 

However, the next morning the 
cashier was delayed in reaching the 
bank, and when he did arrive a 
short time after the bank had been 
opened he was informed the check 
had been paid. Plaintiff sued the 
bank for his alleged loss. The case 
went up on appeal on the main 
question as to whether or not, un- 
der the circumstances, the notice 
to the cashier was notice to the 
bank. In answering this question in 
the affirmative, the court reasoned, 
in part, as follows: 

[Plaintiff] “had given this check 


on Saturday night. He naturally 
feared it would be presented at the 
bank Monday morning, as it was, 
and before office hours at that. Con- 
fronted with that emergency, he 
called the cashier on Sunday to 
give him notice at once in order 
that the bank might know of his 
wishes immediately upon opening 
Monday morning. 

“This cashier had in his hands 
‘the general management of the 
affairs of the bank and full control 
of all its employees.’ He knew the 
custom of the bank to open at 8 
o’clock in the morning. [Plaintiff] 
had a right to expect him to dili- 
gently execute the promise he had 
given and to stop the payment of 
this check at the bank when it 
opened on Monday morning, either 
in person or by message to the 
proper employee. Under the facts 
of this case, we are clearly of the 
view that this notice to the cashier 
was notice to the bank.” (251 S. W. 
161) 

So much for the foregoing cases. 
But, as has been noted, a stop pay- 
ment order to be binding upon a 
bank must be both timely and def- 
inite, the latter to enable the bank 
to identify the item stopped. And, 
where a bank has been misled by 
the description of a check, the 
question of whether it has exer- 
cised reasonable care will usually 
be one of fact. 


Check Mis-described 


In a recent case the plaintiff, in 
short, issued a check for $1,085.14 
numbered 1485. A few days later, 
plaintiff telephoned, and later 
signed a stop order, in which the 
number of the check was given as 
1484. In the usual course, the stop 
order was placed in the ledger 
sheet of plaintiff’s checking account. 

Following this, plaintiff’s check 
number 1485 was presented for pay- 
ment. The bank compared the check 
with the stop order, which recited 

(Continued on page 325) 
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Who Is Responsible For 


Public Relations Contact 


Here is a panel discussion by five bankers who have had a great deal of ex- 
perience in the subject. Their comments may supply an inspiration to others. 


HERE can be no doubt that the 

major responsibility for proper 

public relations between all 
kinds of business institutions and 
their customers rests with the ex- 
ecutives, even though most of the 
personal contacts with the public 
are farther down the line. 

Obviously, it is up to the execu- 
tives, and particularly those who 
are in direct charge of personnel, 
to see that the employees who meet 
the public either are just naturally 
kindly, considerate, pleasant, tact- 
ful, and diplomatic, or can be edu- 
cated to develop those essential 
qualities. 

Those of us who have had any- 
thing to do with the administration 
of banking institutions realize that 
each contact person, whether he be 
an official or a member of the cleri- 
cal force, represents the entire bank 
every time he waits on a customer. 
If he greets the customer cordially 
and gives him satisfactory service 
in a pleasant manner—as is usually 
the case—the customer’s mental 
comment is quite likely to be: 
“That is a fine institution and I 


The Panel 
FRED W. ELLSWORTH 


Vice President, Hibernia National Bank, 
New Orleans, La. 


RAY A. ILG 


Vice President, National Shawmut Bank 
of Boston, Boston, Mass. 


FRED M. STAKER 


Vice President, Commerce Trust Co., 
Kansas City, Mo. 


CLAUDE L. STOUT 
K. WINSLOW, JR. 


Executive Vice President, Seattle Trust and 
Savings Bank, Seattle, Wash. 


like to do business with it.’’ On the 
other hand, if the customer is re- 
ceived indifferently or brusquely— 
and I am sorry to say that this 
sometimes happens, although I am 


sure that it is the exception rather 
than the rule—the entire bank in 
the mind of the customer is con- 
demned as a bad-mannered institu- 
tion. 

And I might add that these in- 
stances are equally true of hotels, 
and railroads, churches, depart- 
ment stores, and all other human 
agencies that deal with the public. 

Verily, the customer is the boss, 
and if he isn’t satisfied, the institu- 
tion folds up; and since the per- 
manent success of any institution 
rests on the shoulders of the execu- 
tives, it is their job to see that the 
service rendered is of such a char- 
acter as to keep the customers com- 
ing in.—FRED W. ELLSWORTH, Vice 
President, Hibernia National Bank, 
New Orleans, La. 


CAN’T see where there can be 

much argument on this point. If 
executives fail in their duties in 
this respect, how in the name of 
time can they expect employees to 
assume their responsibilities in 
public relations? It seems to me 
that this phase of bank work is no 


Opinions Of Five Executives On Public Relations Responsibility 


1. Verily, the customer is the 
boss, and if he isn’t satisfied, 
the institution folds up; and since 
the permanent success of any 
institution rests on the shoulders 
of the executives, it is their job 
to see that the service rendered 
is of such a character as to keep 
the customers coming in.—FRED 
W. ELLSWORTH. 


2. The burden surely rests first 
upon the executives to promote 
and practice good public rela- 
tions. Their second obligation is 
to teach employees to do, and 
how to do, the same thing.— 
FRED M. STAKER. 


3. I think the matter of public 
relations is gradually being real- 
ized to be a very definite prob- 
lem of management and with the 
broadening of the scope of serv- 
ices rendered by banks, this is 
becoming increasingly appar- 
ent.—K. WINSLOW, JR. 


4. I believe the employee in 
the average bank must be relied 
upon to do the major part of good 
public relations when measured 
in terms of volume. However, no 
employee-program will have the 
proper effectiveness unless of- 
ficers first set the example and 


adhere rigidly to the general 
theme of the bank's public rela 
tions program.—CLAUDE lL 
STOUT. 


5. Prompt and efficient service 
at the teller’s window is natur 
ally the first consideration in any 
public relations program, but the 
difference between slapping 4 
passbook on the counter in re 
turning it to a customer, or hand- 
ing it to him with a pleasant ex 
pression and a cordial “thank 
you” is the difference between 4 
poor job and a good one.—RAY 
A. ILG. 
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Five public relations authorities analyze and clarify a problem which has puzzled many bankers. 


different from any other in the mat- 
ter of example. 

The burden surely rests first upon 
the executives to promote and prac- 
tice good public relations. Their 
second obligation is to teach em- 
ployees to do, and how to do, the 
same thing.—FRED M. STAKER, Vice 
President, Commerce Trust Co., 
Kansas City, Missouri. 


i pone responsibility for bank rela- 

tionships with the public should 
be assumed by the senior officers 
of an institution, although the de- 
tails of carrying out an agreed 
policy may, of course, be properly 
delegated. It is fundamental that 
management should establish such 
policies and reflect the relationship 
which the institution or business 
desires to achieve. 

I think the matter of public rela- 
tions is gradually being realized to 
be a very definite problem of man- 
agement and with the broadening 
of the scope of services rendered by 
banks, this is becoming increasingly 
apparent.—K. WINSLOw, JR., Exec. 
Vice President, Seattle Trust and 
Savings Bank, Seattle, Washington. 


LEADERSHIP in any public rela- 

tions program must come from 
the officers of an organization. Such 
leadership carries considerably 
more prestige than a similar pro- 
gram on the part of employees. 
However, the two should not be 
compared one with the other, as 
they are really two parts of the 


same program. They should not be 
disassociated. 
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It is true that during banking 
hours the teller’s time is employed 
for the purpose of giving the cus- 
tomer prompt service rather than 
for the purpose of consuming the 
time of one customer while he 
leisurely and perhaps pointlessly 
passes the time of day with another 
customer. In that way, public rela- 
tions could be turned to a disad- 
vantage with the man who is wait- 
ing in line. 

During the time the employee is 
serving the public at the window, 
the main points to be emphasized 
are courtesy, efficiency, and friendly 
service. Public relations after bank- 
ing hours and outside the bank, 
however, is of a different type. It is 
then a matter of preparation where- 
in the teller or bookkeeper prepares 
himself to intelligently answer any 
reasonable question pertaining to 
banking. I believe the employee in 
the average bank must be relied 
upon to do the major part of good 
public relations when measured in 
terms of volume. However, no em- 
ployee-program will have _ the 
proper effectiveness unless officers 
first set the example and adhere 
rigidly to the general theme of the 
bank’s public relations program.— 
CLAUDE L. STOUT. 


C= we rely upon the tellers to 
do the complete job of public 
relations? My answer to that is 
“no”. The job of public relations is 
not something that any one person 
or group of persons in a bank can 


accomplish singlehanded. Public 
relations in banks is the kind of a 


job that needs the wholehearted 
support of officers, as well as em- 
ployees. 

A teller is not justified in holding 
up a line at his window to engage 
in conversations with his customers, 
but in my opinion prompt service 
and curt service is not necessarily 
synonymous. In other words, a 
teller that is properly trained in 
the art of good public relations, 
knows the secrets of being tactful 
in his dealings with the public at 
his window. Good public relations 
on the part of the teller does not 
necessarily mean that he must visit 
with every customer at his win- 
dow. It means, rather, that he should 
do the right thing at the right time. 
In some cases, this might involve a 
brief little chat, provided no other 
persons were waiting in line, but it 
is just as important for him to know 
when not to do this. It is important 
that a teller know the proper 
answers to give to customers when 
they are asked at his window. If 
circumstances do not permit a 
lengthy answer or if it is something 
that should be taken up with an 
officer of the bank, the teller should 
know how to handle that situation 
by referring the person to an officer. 
There is one thing, however, that we 
should not lose sight of and that is 
that outside of the bank, the teller, 
or other employee, does not have an 
officer of the bank at his elbow to 
answer these questions. Prompt and 
efficient service at the teller’s win- 
dow is naturally the first considera- 
tion in any public relations pro- 


(Continued on page 326) 
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Title II Costs Reduced 


By making use of punch cards and special forms and by arranging for account- 
ing economies, this bank has materially reduced the cost of servicing FHA loans. 


dling FHA loans with complete 

accuracy would be difficult, in- 
deed, and any such calculation 
would probably be an estimate at 
best. Generally, the work of process- 
ing and servicing is performed by 
those engaged in handling other 
type mortgage loans or in perform- 
ing duties relative to other invest- 
ments of the lending institution. 
Consequently, the handling costs are 
usually inextricably merged with 
the expenses of administering all 
investments. 

Probably the best idea of costs 
involved in handling Title II loans 
can be obtained by a comparison 
with the more conventional type of 
real estate mortgage loans. Con- 


Ta DETERMINE the cost of han- 


By ROBERT W. MORSE 


The Dime Savings Bank, Brooklyn, New York 


sider, for example, the steps re- 
quired to process adequately an 
application for a Title II loan, such 
as the details in obtaining the com- 
mitment to insure, and the corre- 
spondence and personal negotiation 
invariably required before the proc- 
essing is brought up to the point of 
closing. Consider, also, the added 
details in connection with the clos- 
ing of a Title II loan and the extra 
bookkeeping and clerical work re- 
quired because of the existence of 
the mortgagor’s escrow account for 


Methods of dealing with the customer have pretty generally been reduced to a 
routine. The next step is the standardization, or control, of accounting costs. 


taxes, insurance, and the like. 

Opinions as to the comparative 
costs of handling FHA and other 
type mortgage loans vary some- 
what with individuals experienced 
in mortgage matters. However, it 
seems reasonable to assume that the 
cost of handling FHA Title II loans 
is at least twice the cost of handling 
uninsured monthly amortized mort- 
gage loans, and from three to five 
times the cost of handling uninsured 
quarterly amortized mortgage loans. 

In the earlier years of the FHA 
the cost of handling Title II loans 
was not a matter of particular con- 
cern, principally because the rate 
was generally 5% with an addi- 
tional 4% for servicing. With such 
a comfortable return, costs could be 
of substantial proportions before 
the profitableness of these loans 
was impaired. Today, however, the 
general rate is 444% (in some sec- 
tions 4%), and a service charge to 
mortgagors is no longer permitted. 
It is this lower return, coupled with 
their greater prominence as revenue 
producers, that makes it vitally im- 
portant that FHA accounts be han- 
dled in the most economical manner 
possible. 

The extent to which economies 
can be effected depends, of course, 
on the individual lending institu- 
tion—its internal set-up, equip- 
ment, volume of loans, and other 
factors. Hence, it would be pre- 
sumptuous to state how and where 
savings could be brought about. 
However, considerable experience 
in handling Title II loans shows that 
the major costs are incurred after 
the loan has been closed, and then 
by the accounting and servicing 
operations. Therefore, it seems log- 
ical that if an attempt is to be made 
to reduce costs, attention should be 
focused upon the procedures fol- 
lowed in these operations. 

At our bank, a study was made 
some time ago for the purpose of 
devising a more efficient and eco- 
nomical system for handling FHA 
Title II accounts. The results of this 
study have been highly satisfac- 
tory and may be of interest to 
others. 

The greatest improvements ap- 
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This is the new mortgage card, which cuts down posting time and simplifies han- 
dling of the account. From the complete information on this record, punch cards 
are prepared by the tabulating department for billing and other purposes. 


peared to be needed in the servic- 
ing operations. Therefore, this mat- 
ter was given special attention. As 
a result, a system was developed 
which, in actual operation, has not 
only proved more adequate, but 
has simplified the servicing con- 
siderably. Further improvements 
were effected through a general re- 
vision of accounting operations. 
However, most of the improve- 
ments in this direction were made 
possible by the installation of an 
International Business Machine 
Punch Card (Tabulating) System 
im connection with the mortgage 
and accounting departments. 

One of the more important im- 
provements effected was a new 
type mortgage card, designed to 
cut down posting time and to sim- 
plify the handling of the mort- 
8agor’s escrow account. At the top 
of this card (illustrated) is recorded 
the property description, name of 
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bondsman and owner, maturity, in- 
terest rate, and other pertinent 
data. Space is provided for adjust- 
ing the escrow balance and record- 
ing the breakdown of the monthly 
payment. The lower half of the 
front and the entire reverse side are 
used for posting principal pay- 
ments, amounts in arrears and all 
transactions in the escrow account. 
Incidentally, the title “Escrow Ac- 
count” or “Suspense Account” was 
found to be confusing to the aver- 
age mortgagor; so this account is 
now referred to as “Taxes, etc.” 

The information required to set 
up the mortgage card is taken 
directly from the mortgage papers 
and the closing settlement record. 
Soon after the card is set up it is 
forwarded to the tabulating depart- 
ment, where punch cards are 
created for billing and other pur- 
poses. 

Monthly payment notices are me- 


chanically prepared from the punch 
cards, and show the payment 
broken down into three parts—In- 
terest, Principal, and Taxes, etc. A 
stub, attached to each notice, is 
returned with the remittance, and 
is used as a posting medium; the 
actual notice is retained by the 
mortgagor. If payment is made by 
cash, the notice section is receipted; 
otherwise, monthly payments are 
not receipted for. 

Posting machines are used for 
recording entries on the mortgage 
card. Instead of posting each item 
included in the monthly deposit as a 
separate entry, as is a common 
practice, the total deposit is posted 
at a single entry. Interest payments 
and amounts receivable are not 
posted at all, because of the ade- 
quate control of these items in the 
tabulating department. Any install- 
ment not received within 20 days 
after the due date is posted on the 
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1. All of the information re- 
garding an FHA mortgage is 
set up on a special order sheet 
(reproduced herewith). 

2. Information for the ledger 
sheet is taken direct from the 
mortgage and the closing settle- 
ment record. 


3. After the ledger sheet is 
set up, it is forwarded to the 
tabulating department where 
punch cards are created for bill- 
ing and other purposes. 


4. Monthly payment notices 
are mechanically prepared from 
a punch card. These show the 
payment broken down into inter- 
est, principal, and taxes. 


5. A stub attached to each 
notice is returned with the remit- 
tance and is used as a posting 
medium, the actual notice being 
retained by the mortgagor. If 
payment is made by cash, the 
the notice is receipted, other- 
wise monthly payments are not 
receipted. 


6. Posting machines are used 
for recording entries on the mort- 






mortgage card as an arrears item. 

Probably the most troublesome 
part of the servicing operation is 
the adjusting of the taxes, and other 
expense items, and the balance and 
revision of the monthly payment; 
such adjustments being necessary 
because of the inconstancy of the 
amounts to be disbursed for taxes 
and insurance. In the system under 
discussion, this matter was con- 
siderably simplified by providing 
spaces on the mortgage card for 
adjusting the balance and record- 
ing the monthly payment. A study 
of the example on the illustrated 
card will acquaint the reader with 
the method of using these spaces. 
Monthly payment changes and bal- 
ance adjustments are made once 
each year. If the adjustment shows 
an excess balance on hand, the sur- 
plus funds are refunded by check; 
if the balance is deficient, the 
amount of the deficiency is payable 
on the first of the following month. 
Form letters are used to advise the 
mortgagors of their new monthly 
payments, and the status of their 
balance. These letters state the rea- 
son for the change in the monthly 
payment and the cause of the de- 
ficiency, if any. 
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Economies Effected In Mortgage Accounting 


gage ledger sheet. But instead of 
posting each item included in the 
monthly deposit as a separate 
entry, as is common practice, 
the total deposit is posted as a 
single entry. 


7. Interest payments and 
amounts receivable are not 
posted at all, because of the 
adequate control of these items 
in the tabulating department, 
where the punch cards are han- 
dled. 


8. Any installment not re- 
ceived within 20 days after the 
due date is posted on the mort- 
gage card as an arrears item. 


9. The adjustment of taxes 
from other expense items is sim- 
plified by providing spaces on 
the mortgage ledger sheet for 
adjusting the balance and re- 
cording the monthly payment. 


10 Monthly payment pages 
and balance adjustments are 
made once each year. 


11. If the adjustment shows an 
excess balance on hand, the sur- 


During January and February 
mortgagors are mailed statements 
of their accounts for the previous 
calendar year, showing the total 
interest paid, total paid in reduc- 
tion of the mortgage principal, and 
deposits to and disbursements from 
their accounts. These statements are 
mechanically prepared in the tabu- 
lating department from the punch 
cards established during the year. 
Although an annual statement may 
seem unnecessary, it is desirable 
for various reasons, particularly in 
that it furnishes the mortgagors 
‘with necessary information for com- 
piling income tax returns. The de- 
mand for this information has 
recently increased considerably, 
probably because a larger number 
of FHA mortgagors are now in the 
income-tax-paying category due to 
the lower personal exemption. 
Home ownership is a new experi- 
ence to most FHA mortgagors; 
therefore, they usually are quite 
unfamiliar with mortgage matters. 
Consequently, many questions are 
asked, and if a large number of 
mortgages is being serviced, a seri- 
ous correspondence problem is 
created. To cope with this problem 


plus funds are refunded by 
check, and if the balance is de 
ficient, the amount of the defi- 
ciency is payable on the first of 
the following month. 


12. Form letters are used to 
advise the mortgagor of a new 
monthly payment amount, and 
the status of the current balance. 
These letters state the reason for 
the change. 


13. During January and Feb. 
ruary, mortgagors are mailed 
statements showing the total in. 
terest paid, total paid in reduc. 
tion of the mortgage principal, 
and deposits to and disburse. 
ments from the account for the 
previous year. These statements 
are automatically prepared by 
the tabulating department by 
using the punch cards. 


14. To save correspondence, a 
booklet was prepared which 
answers all questions likely to 
be asked. Used in answering 
inquiries, this makes it unneces- 
sary to write very many per- 
sonal letters. 





at the bank where the system under 
discussion is in use, a booklet en- 
titled “Your FHA Mortgage” was 
written to inform owners on various 
matters relating to their mortgages. 
Each mortgagor receives one of 
these booklets at the closing. Their 
use has greatly simplified the corre- 
spondence problem; in fact, in- 
quiries from mortgagors have 
dropped off more than 40%. 

In developing a system for han- 
dling Title II mortgage accounts, 
the aim of which is to reduce costs, 
it is well to remember that econ- 
omies should not be carried to the 
point where adequate service to the 
mortgagors is impaired. The nature 
of Title II accounts is such that 
good customer relations are neces- 
sary for smooth operation. Further- 
more, there is probably no better 
way to create good will and to build 
an enviable reputation than by 
dealing with mortgagors in an effi- 
cient and sympathetic manner. 


It is becoming more and more 
important to have surplus machine 
operators who keep their speed up 
by using one or more machines 
every day. 
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HERE are at least three impor- 
Tiant reasons why loans to dairy 

products plants are desirable. 
These are: 

1. The business is one of the most 
essential of industries. 

2. There is a quick turnover of 
capital. 

3. It’s a cash business. 

Scientific progress in the operat- 
ing technique of handling milk 
products has been continuous, and 
rule of thumb methods no longer 
prevail. 

Science has made possible won- 
derful improvements during the last 
half century in the utilization of by- 
products. Typical examples of this 
development are: casein, used for 
the manufacture of plastics; albu- 
men, employed for medicinal uses; 
edible products, such as cottage 
cheese, buttermilk, chocolate milk, 
and dried skim milk powder used 


POLICIES 


“ Management Policies By Industries 


44. Dairy Products 


Because every city and town has its distributor of dairy products, this 
list of policies which make for success will interest every loan officer. 


in bakeries, candy, and many other 
products. 

The dairy plant operator follows 
certain fundamental policies to in- 
sure consistently successful oper- 
ation, and to avoid jeopardizing his 


financial standing. Characteristic 
hazards develop when the correct 
policies are not followed. 

Perhaps the first policy that 
should be well established is: “Op- 
erations will be diversified to take 
advantage of seasonal demands.” 

Variations in the sales of individ- 
ual products tend to offset one an- 
other. At the very time the sales 
volume of one product is seasonally 
low, the sales of some other product 
will be seasonally high; with the 
result that the sales are more evenly 
spread throughout the year. 

To be successful, and in a posi- 
tion to expand, a plant must have 
easy access to a good quality of 





Policies And Hazards That Influence Success In The Dairy Products Industry 





fluid milk and be within a reason- 
able range of a wholesale market 
outlet—provided all of the products 
it manufacturers cannot be disposed 
of locally. To reach out too far for 
raw material tends toward poor 
quality, increased transportation 
costs, and disturbance of manufac- 
turers at other points. Hence, go- 
ing too far afield for material brings 
about a hazard which must be 
guarded against. 

Successful plant operators know 
their true costs, and exercise close 
control over them. Good cost ac- 
counting takes every item of cost 
into consideration, and prices in- 
clude both cost and adequate profits. 

Obsolete equipment tends to in- 
crease labor costs, depreciates 
quality of products, and is costly in 
upkeep. Losses are incurred through 
inefficient pasteurizers, churns, milk 
pumps, and separators. Improved 


HAZARDS 


l. The plant must have easy access to a good 
supply of fluid milk and be within a reasonable 
distance of a wholesale market outlet. 


2. Operations will be diversified to take advan- 
tage of seasonal demands. 


3. Ample refrigeration and storage facilities will 
be maintained to insure the even distribution of 
seasonal surpluses the year around. 


4. An accurate cost and accounting system will 
be employed, the profit and loss to be determined 
with each item. 


5. Efficient equipment, well maintained, will be 


6. Unusual care will be taken in the extension of 
credit, and in the maintenance of an adequate col- 
lection procedure. 


7. A reasonably substantial volume will be main- 
tained to compensate for the small profit margin. 


8. Price cutting is to be avoided, and prices are 
to be such as will insure profit. 


July, 1941 


1. Going too far afield for raw materials tends 
toward poor quality and increased transportation 
costs. 


2. It is very likely that a profit will not be made 
the year around if the operator is not prepared to 
handle a variety of products. 


3. This highly perishable commodity will rapidly 
deteriorate if proper refrigerating facilities are not 
available. 


4. The lack of a complete cost accounting system 
may lead to loss on one commodity when another 
is yielding good profits. 

5. Antiquated equipment and processing methods 
increase labor costs, depreciate quality of products, 
and are costly in upkeep. 


6. Careless credit granting and loose collection 
methods may result in serious loss. 


7. Lack of a reasonably substantial volume may 
result in a loss. 


8. Price cutting results in profit cutting. 


Protection Given A Dairy Products Plant By 


Name Of Insurance 


Automobile fire and 
theft 


Automobile non- 
ownership 


Automobile property 
damage 


Automobile public 
liability 


Business accident 


Business interruption 


Business interruption 
due to loss of 
outside power 


Business life 


Consequential loss 
from 


Contractual liability 


Elevator liability 
with property 
damage endorsement 


Extended coverage 
endorsement (to be 
attached to all fire, 
property damage, 

and use and occupancy 
policies) 

Fidelity bonds 


Fire insurance on 
building and machinery 


Fire (reporting 
cover on contents) 


Forgery bonds 


Group accident 


Group life 


Hired car public liability 
and property damage 


Inside robbery 


License and 
permit bonds 
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Each Type Of Insurance 


Repays Losses Resulting From: 


Damage caused by fire or the loss by theft, of the named 
sured. 


and described automobile of the in 


Claims for bodily injury or damage to the sew of 


others caused by the auto of an employee in the 


service of the insured. 





Damage to the property of others caused by the auto- 


mobile of the insured. 


Injury or death caused by the automobile of the insured. 





An accident to the one insured. Certain amounts are 


paid to the business (rather than to the insured or a per- 
sonal beneficiary) for dismemberments, loss of eyesight, 
or for death. 


Business being inoperative due to destruction or serious 


damage to building, machinery, or the raw product, 
resulting from fire, tornado, or other insured hazard (the 
insured is reimbursed for the net profits and the fixed 
charges thus lost). 





The inability to get needed power furnished by a power 
plant which is inoperative because of fire damage. 





Death—the stated amount to be paid to the business, 


rather than to a personal beneficiary. 


A burning of property other than that insured, which 
results in damage to the insured property. 


Hazards assumed by the insured for which he would 


otherwise not be held liable. 


The insured being held liable for injury or death of any 


person not employed by the insured when such injury or 
death is held to have been caused by the named and 
described elevator; or damage to property not owned 
by the insured. 


Damage by windstorm, hail, explosion, riot, aircraft 
property damage, and oil burner smudge. 


The dishonesty of employees or debtors of the insured. 


Damage to the insured property due to a fire. 


A destructive burning of the insured contents of a build- 


ing, the quantity and value of which is reported as it 
fluctuates each month. 


Someone signing the name of the insured to checks, 


notes or other documents in an attempt to obtain money 
or other property illegally. 


An accident suffered by — in a group of 50 
i ( 


or more in one concern. rtain amounts are paid for 
dismemberments, loss of eyesight, or for death.) 


Death—the stated amount to be paid to the beneficiary 


of any employee who dies. The policy includes 50 or 


more in one concern. No medical examination is required. 


Claims for bodily injury or damage to the 
others caused by an automobile or truck hi 
of the insured, but not owned by him. 


roperty of 
for the use 


Possession being forcibly taken of personal property 


inside a home or place of business. 


Infringement of a license or of a permit issued to the 
insured. 


machinery is to be employed am 
provided for through proper depre 
ciation of old equipment. Savi 
are effected through lowering ¢ 
labor costs and the consumption ¢ 
steam and refrigeration. 

Rigid credit and collection meth. 
ods are really more important j 
this industry than in any othe 
When a milk dealer delivers hi 
product for 30 days and then pre 
sents a statement, the only recourg 
he has is the honor of the buyer, fo 
the product has been consumed. 

If a processor is inclined to price. 
cutting, he cannot be classified as, 
good merchandiser, and, therefore 
he is not a good credit risk. There 
is obviously no need to consider 
price-cutting if one’s sales policies 
are sound, and the selling effort is 
effective. Consequently, price-cut- 
ting usually indicates a weakness in 
sales policies and merchandising 
plans. 

Price concessions on manufac- 
tured goods in the way of secre 
rebates, refunds, and bonuses can 
be placed in the same category with 
price-cutting. Such practices may 
temporarily result in securing a few 
new customers, but when the prac- 
tice is discovered by the competi- 
tor, the outcome is usually dissat- 
isfaction for all parties concerned. 

Antagonism toward a local oper- 
ating plant of a so-called chain 
company is a definite hazard. Har- § 
mony and co-operation are to be 
encouraged, for the chain has an 
advantage in that it can operate one 
plant at a loss to be made up 
through profitable operations else- 
where; whereas, the local operator 
must make a profit in his one plant. 

It is imperative that the manu- 
facturer or processor co-operate 
fully with local, state, and federal 
health officials, for these authorities 
are in a position either to make or 
break this type of business. Besides, 
their requirements and demands 
are reasonable, as a rule, and all 
their regulations can well be com- 
plied with. 

It is essential that the highest 
regard be maintained for quality 
and sanitation in this all-important 
food product. When the quality of 
products is reduced, either they 40 
not satisfy the sense of taste of 
customers, or they do not stand up 
in competition with better goods. 
The result is that customers ar 
lost. 

Modern plants are equipped with 
laboratory means for checking the 
product daily. The laboratory need 
not be elaborate, but it should be 
efficient. : 

March first to June first constl- 
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Photo Courtesy, Cherry-Burrell Corp. 

Bottle filling and capping are automatic 
processes in this modern plant. These 
two men and the machines fill and 
crate 192 bottles per minute. 


tutes the normal borrowing season 
of the industry. These months rep- 
resent the period of the flush milk 
season—the time when plant oper- 
ators have to make plans for the 
year’s heavy activity. 

The various purposes for which a 
plant may require capital from the 
bank during this season are: 

1, For purchase of needed equip- 
ment. 

2. For modernization—to increase 
operating efficiency and at the same 
time reduce operating costs. 

3. To increase the plant’s deliv- 
ery system. 

4.To add another by-product 
branch to the existing business. 

5. To make an investment in sur- 
plus commodities in order to meet 
a shortage in the low production 
period. 

6. To acquire the assets of a local 
competitor. 

Capital is borrowed by a great 
many operators, particularly butter 
manufacturers and cheese makers, 
on warehouse receipts for stored 
merchandise. 

There is opportunity for banks to 
make safe loans to dairy products 
plant operata*. Better management 
standards prevail today than ever 
before, and better business men are 
at the helm. The milk products in- 
dustry has become established on a 
sound business basis. 


July, 194] 


Protection Given A Dairy Products Plant By 


Name of Insurance 


Manufacturers 
property damage 


Manufacturers 
public liability 


Messenger robbery 


Neon sign 


Paymaster robbery 


Personal accident 
insurance (of owner 
or partners) 


Personal life insurance 
(of owner or partners) 


Plate glass 


Products liability 
Riot and civil 
commotion 

Safe burglary 
Side track fire 
liability 
Sprinkler leakage 


Steam boiler 


Teams property 
damage 


Teams public 
liability 


Trailer public liability 
and property damage 


Transportation 


Truck cargo 


Unearned premium 


Water damage 


Workmen’s 
compensation 


Each Type Of Insurance 





Repays Losses Resulting From: 


Damage to the property of others caused by the burning 


out of an electric unit, or the bursting of a flywheel, 
engine, boiler, or turbine. 
> 





The injury or death of anyone not in the employ of the 
insured, for which he is liable, (including defense, and 
payment of all legal and first aid expense). 





Forcible possession being taken of money, securities, or 
goods (or an attempt to take) during certain hours, while 
in the custody of an employee outside the premises of 
the insured. 





Damage to or destruction of a neon sign (described and 
located) caused by certain named hazards. 





Forcible possession of money being taken from an em- 
ployee who is distributing wages. 





An accident resulting in bodily injury, death, dismember- 
ment, or loss of eyesight of the insured (stated amounts 
paid in the event of each occurrence). 





Pays a named person (beneficiary) a certain sum of money 
at the time of the death of the insured. 





Breakage or other damage to plate glass, specifically 
described. (The glass is usually replaced rather than a 


money payment being made.) 





Claims for illness or death alleged to result from products 
such i f and drink manufactured or soli by the 
insured. 








The deliberate and disorderly acts of three or more 


persons which terrorize the public and damage property. 


Personal property being stolen from a vault or safe. 


Damage by fire for which the existence of a railroad side- 


track serving the insured’s property is held to be the cause. 








The discharge of water or other substance from a sprinkler 
system or from the collapse of a tank which is a part of 
a sprinkler system. 





An accident to a steam boiler in which property damage 
or personal injury occurs. 





Claims for damage to the property of others resulting 
from the operation of wagons, equipment, and draft 
animals described in the policy. 


Claims for bodily injury or death resulting from the 


operation of wagons, equipment, and draft animals 
described in the policy. 


Claims for bodily injury, death, or damage to the pro 


erty of others arising from the operation of an automobile 
trailer owned or operated for the insured. 


Accidents to pe in transit or loss by theft while in 


transit on public carriers (not including trucks). 


Accidents AB wy: being transported by motor truck 


owned or by the insured. 


A fire insurance policy being cancelled by a fire before the 


end of the policy period, with the result that the insured 


will have paid a premium for which he receives no service. 


Property damage caused by the accidental discharge, 
] , or overflow of water, steam, or other substance 
escaping from plumbing systems, tanks, heating systems, 
standpipes for ja hose, refrigerating systems, and the like. 


Injuries to workmen for which a workmen’s compensation 
law requires the employer to pay. 


313 





STATES 
ALABAMA 
ARIZONA 
ARKANSAS 
CALIFORNIA 
COLORADO 
CONNECTICUT 
DELAWARE 


DISTRICT OF COLUMBIA 


FLORIDA 
GEORGIA 
IDAHO 
ILLINOIS 
INDIANA 
IOWA 

KANSAS 
KENTUCKY 
LOUISIANA 
MAINE 
MARYLAND 
MASSACHUSETTS 
MICHIGAN 
MINNESOTA 
MISSISSIPPI 
MISSOURI 
MONTANA 
NEBRASKA 
NEVADA 

NEW HAMPSHIRE 
NEW JERSEY 
NEW MEXICO 


NEW YORK 


NORTH CAROLINA 
NORTH DAKOTA 
OHIO 

OKLAHOMA 
OREGON 
PENNSYLVANIA 
RHODE ISLAND 
SOUTH CAROLINA 
SOUTH DAKOTA 
TENNESSEE 


VERMONT 
VIRGINIA 
WASHINGTON 
WEST VIRGINIA 
WISCONSIN 
WYOMING 
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’ Banking Holidays By States 


July-December, 1941 


The light numbers are Sundays. 


July 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 


4,5, 6, 12, 13, 19, 20, 26, 27/2,3,9,10,16,17,23,24,30,31 


4, 6, 13, 20, 27 


26°, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 14, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 24, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 
4, 6, 13, 20, 27 


4, 5*, 6, 12°, 13, 19*, 20,) 2°, 3, 9*, 10, 16°, 17, 
23°, 24, 30°, 31 


August 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
1, 3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 


3, 10, 17, 24, 30, 31 


3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 51 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 


3, 10, 17, 24, 31 


3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 


3, 10, 16, 17, 24, 31 


3, 10, 17, 24, 31 
3, 10, 17, 24, 31 
3, 10, 17, 24, 31 


The black numbers are other holidays. 
The symbol * following a date indicates that the holiday is observed only by some of the banks in that state. 
t Indicates that Thanksgiving may be observed on November 27. 


September 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 

1, 7, 9, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 

1, 7, 14, 21, 
1, 7, 14, 21, 
1, 7, 14, 21, 
1, 7, 14, 21, 
1, 7, 14, 21, 2 
1, 7, 14, 21, : 
1, 7, 14, 21, 
1, 7, 14, 21, 

1, 7, 14, 21, : 
1, 7, 14, 21, 2 
1, 7, 12, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 


1, 7, 14, 21, 28 


1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1*, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 
1, 7, 14, 21, 28 


October 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13*, 19, 26 
5, 12, 13, 19, 26 
5, 12, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 19, 26 
5, 12, 13°, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13*, 19, 26 
5, 12, 19, 26 
5, 12, 19, 26 
5, 12, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 


5, 12, 13, 19, 26, 31 


5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13*, 19, 26 


5, 12, 13, 19, 26 


5, 12, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 

5, 12, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 

5, 12, 19, 26 

5, 12, 19, 26 

5, 12, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 
5, 12, 13, 19, 26 





1, 7, 14, 21, 28 
1, 7, 14, 21, 28 





4, 6, 13, 20, 27 
4, 6, 13, 20, 27 


3, 10, 17, 24, 31 
3, 10, 17, 24, 31 


1, 7, 14, 21, 28 
1, 7, 14, 21, 28 


5, 12, 13, 19, 26 


5, 12, 13°, 19, 26 


5, 12, 13, 19, 26 
5, 12, 13, 19, 26 


November 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20, 23, 30 
2, 9, 11, 16, 20f, 23, 30 
2, 4, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 23, 27, 30 
2, 9, 11, 16, 23, 27t, 30 
2, 9, 11, 16, 20t, 23, 30 
1, 2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 23, 27t, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20, 23, 30 
2, 9, 11, 16, 20¢, 23, 30 
2, 9, 11, 16, 23, 27t, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 4, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 


2, 4, 9, 11, 16, 20f, 23, 30 


2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 23, 27+, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 4, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 23, 27t, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 4,9, 11, 16, 20, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 
2, 9, 11, 16, 20t, 23, 30 


December 


7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
"7,14, 21, 95,28 


7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 26, 28 
7, 14, 21, 25, 28 


7, 14, 21, 26, 28 


7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 25, 28 
7, 14, 21, 26, 28 
7, 14, 21, 26, 8 


7, 14, 21, 25, 28 
ee eee 


7, 14, 21, 26, 28 


He Rete 
7, 14, 21, 26, 28 
ia canteen 


7, 14, 21, 26, 28 


an ae 
7, 14, 21, 25, 28 
MDs cadet 


7, 14, 21, 25, 28 


—_—_——— 
7, 14, 21, 26, 28 
ws 


7, 14, 21, 26, 38 


Wi Piast 
7, 14, 21, 26, 3 

Pi tect 
7, 14, 21, 25, 38 

ne ee ee 


7, 14, 21, 26, 8 
7, 14, 21, 26, 28 


BANKERS MONTHLY 





I 


bed Tet Fed Read Ba Sot Mad Nat Beet Sot Bat Bnet oe het 











|) 


| 


= 
B 


| 


nd 
[=] 
oe 


| 


” 
B 


| 


od 
a 


| 


ad 
a 


| 


8 
B 


| 


t a 
i 


| 


ad 
& 


| 


oo 
2 


| 


- 
8 


| 


od 
8 


| 


nd 
Ea 


| 


S 


| 


s 
8 


| 


& 


| 


ta 
8 


| 


a 
re} 


| 


BR 
B 








Minimum Retainment Periods 
For Bank Records 


By Chicago Bank Auditors Confer- 
ence. 

Privately published; orders should 
be sent to R. Ostengaard, Comptrol- 
ler-Auditor, Livestock National 
Bank of Chicago. Paper bound, 22 
pages, price 50 cents. 

The perplexing problem of how 
long to keep various bank records 
has been studied over a period of 
many months by a committee of 
the Chicago Bank Auditors Con- 
ference. ‘ 

As a result of this study, during 
which consideration has been given 
to all the other states as well, the 
committee has published a report 
which not only tells the basis for 
the retention of certain records, but 
gives a most useful schedule which 
is printed in such a form that it 
can be used by any bank. 


Of course, there may be some 
laws in certain states which would 
require the number of years to be 
changed for some records, but aside 
from that, this will prove to be a 
very useful list to be used any- 
where. 


In addition to publishing a list 
of documents and the length of 
time each one should be kept, a 
very useful form is to be found on 
page 19, which is suggested for 
authorizing the destruction of rec- 
ords. 


This relieves the custodian of the 
records from sole responsibility. It 
provides for the signature of an 
officer. This form is in the nature 
of a request for authority to de- 
stroy the records described, and is 
signed by the person in charge of 
the records. 


The officer under the heading of 
“Examined and Approved,” signs 
his name. After the records are de- 
stroyed, the custodian then signs 
again under a form which reads 
“I hereby certify that the records 
described above have been de- 
stroyed by (indicate manner dis- 
posed of).” 


The lists of documents to be 
retained are separated into the 
following classifications: Minute 
books; auditing and accounting; 
capital; general ledger; invest- 
ments; loans and discounts; per- 
sonnel; due from banks; proof or 
clearings; tellers; transit; account 
analysis; bank deposits; certificates 
of deposit; Christmas savings and 
similar clubs; commercial deposits 
of firms and individuals; official 
checks and drafts; savings deposits; 
collections; customer service; gen- 
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Historical Banking Oddities 


XXV. 


= 

SS MALL CHANGE" IN ETHIOPIA IS A BAR OF HARD, 
CRYSTALLIZED SALT, 10° LONG By 2!3" THICK, FROM WHICH 
THEY BREAK ‘OFF HUNKS WHEN PAYING SMALL BILLS. 
THIS BAR MUST HAVE THE RING OF METAL WHEN 
STRUCK WITH THE FINGER NAIL, OR IT IS WORTHLESS AS 


CURRENCY. 


WHEN AN ETHIOPIAN FEELS GENEROUS 


HE LETS A FRIEND TAKE A LICK OFF HIS SALT BAR. 





eral; registered mail; and safe de- 
posit vault. 


The Automobile Loan Business 


By William Luftig 

Published by Business Information 
Service Bureau, 250 West 57th St., 
New York City; 173 pages, paper 
bound, mimeographed, price $3.50. 

The publication appears to be a 
very thorough study of the auto- 
mobile loan business as carried on 
by successful operators. 

It discusses all phases of the busi- 
ness from getting the application 
to making collections. Some empha- 
sis is placed upon how to get the 
loans, how to sell the prospect, and 
how to investigate the credit risk. 

Credit terms are outlined, the 
relation of credit to the occupation 
of the borrower is considered; and 
the financing of motor trucks is 
given special consideration. 


More Cash Drawers 


An Alabama banker complains 
that he has difficulty every evening 
in balancing his cash due to the 
fact that the three who wait on 
customers all operate out of one 
cash drawer. It would seem that 
it would be easier to maintain three 
separate cash drawers than to spend 
valuable time at the end of the day 
trying to find differences. 


Advance Information 


A teller in a South Carolina bank 
knows those customers who are 
sometimes careless with their bal- 
ances, and when he sees one of these 
entering the bank, he immediately 
asks the bookkeeper for informa- 
tion as to the current balance. This 
is made possible by use of a Tel- 
autograph. 


315 


394 Tested Ideas 


Published Since January 1, 1941 


Even though you have read the articles as published in the first 
six issues of 1941, this summary will be helpful both as a review 
and as an index of ideas which are here classified by subjects. 


Administration and Management 


Internal Bank Management Controls 
17. Business Retention And 
Development 

On page 11, January, 1941 issue 
THE BASIS FOR A SUCCESSFUL 
NEW BUSINESS ACTIVITY 


1. The service of the bank must be at 
least as good as that of competitors, and 
for outstanding success, it should be bet- 
ter. 

2. The service should be sold to yield 
an adequate profit. 

3. The customer should be so satisfied 
that he will continue to transact busi- 
ness with the institution. : 

4. Policies and services of the institu- 
tion should appear to the public at large 
to be essential to the progress and wel- 
fare of the community. 


A SUGGESTED ROUTINE FOR 
NEW BUSINESS WORK 

1. Analyze the types of service ren- 
dered to determine which are most 
profitable so that this information may 
be used in further developing the prof- 
itable lines and increasing the profit on 
the less profitable lines. 

2. Inasmuch as the most desirable ac- 
counts are secured by officers and direc- 
tors, their duties should be so planned 
that they have time available for obtain- 
ing more of such accounts. 

3. One officer should be selected as the 
coordinating director of the new busi- 
ness activities. 

4. The next step is to analyze all ac- 
counts to determine what possibilities 
for new business exist among present 
customers. 

5. The accounts should then be classi- 
fied as major and minor, so that the 
proper representative of the bank is 
assigned to the different accounts. 

6. A card record should be set up 
with information about each customer 
and about each prospect. 

7. The coordinator should then assign 
accounts to different persons in the bank, 
using his best judgment as to which ones 
may best represent the bank in each 
case. 

8. As a rule, major accounts will be 
assigned to senior officers and minor 
accounts to junior. Some person or de- 
partment should be given the task of 
keeping the records up-to-date and these 
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records should include not only informa- 
tion regarding the prospective customer, 
but reports of calls made. 


Internal Bank Management Controls 
18. Management Reports 
On page, 62, February, 1941 issue 
SIX ESSENTIAL FEATURES 
OF EXECUTIVE REPORTS 

1. Accuracy. Wrong conclusions may 
be drawn from inaccurate statements. 

2. Factual. All facts bearing on the 
situation should be disclosed, not merely 
the good points. 

3. Independent. They should be pre- 
pared by members of the organization 
not responsible for the execution of 
policy. 

4, Systematic. The data should be pre- 
sented in a form that is easily subject 
to analysis. 

5. Comparative. A present position 
should always be compared with a series 
of past positions so that a trend is 
shown. 

6. Exceptions. Divergence from set 
standards should be indicated whenever 
possible. 


Internal Bank Management Controls 
19. Organization And Investment 
Controls For Trust Departments 
On page 110, March, 1941 issue 
WHAT THE TRUST COMMITTEE 
DOES 


1, Establishes policies. 

2. Administers the policies. 

3. Reviews trust assets. 

4, Approves the acceptance of new 
accounts. 

5. Approves the closing of accounts. 

6. Approves the list of securities 
eligible for investment. 

7. Supervises the purchase of assets 
for individual trusts. 

8. Authorizes the sale of assets of 
individual trusts. 

9. Supervises the disbursement or dis- 
tribution of principal. 

10. Authorizes advances to trusts. 

11. Reviews revocations and changes 
in agreements. 

12. Settles all matters involving the 
exercise of discretion. 


WHAT THE TRUST OFFICER DOES 


1. Handles the contacts with donors, 
beneficiaries, their representatives, and 
the court. 


2. Analyzes agreements. 


3. Determines fees. 

4. Arranges for 
ments. 

5. Supervises the administration 
trusts in accordance with agreements, 

6. Supervises the work of the assistani 
trust officer in charge of investments, 


changes in agree 


7. Supervises the work of the assistant 


trust officer in charge of operations. 


WORK OF THE ASSISTANT TRUS! 
OFFICER IN CHARGE OF 
INVESTMENTS 


1. Makes statistical studies of the posi 
tion of securities. 

2. Formulates approved lists. 

3. Analyzes individual trusts to deter 
mine investment requirements. 

4, Makes 
purchase of investments. 

5. Makes recommendations 
sale of investments. 


WORK OF THE ASSISTANT TRUS! 
OFFICER IN CHARGE OF 
OPERATIONS 


. Collects income. 
. Makes remittances. 
. Supervises the income cash ledgers 
. Supervises the making of state 
ments for individual trusts. 
5. Supervises the principal ledgers 
subsidiary records. 
6. Handles the routine of buying al 
selling assets and distributing incom 
7. Pays fiduciary taxes. 
8. Arranges for insurance. 
9. Supervises departmental accountiy 


TYPES OF ACCOUNTS 
ADMINISTERED BY TRUST 
DEPARTMENTS 


1, Estate: Created by the will of! 
deceased person or by letters of admit 
istration issued by a court. 

2. Testamentary trust: Created by t# 
will of a deceased person. 

3. Guardianship: Created by an or 
of a court in connection with the pry 
erty of a minor. 

4, Committeeship: Created by an or 
of a court in connection with the pry 
erty of an incompetent. 

5. Living trust, or voluntary tru 
Created by a trust agreement, deed ® 
trust, or declaration of trust, exectul 
by a person during his lifetime. The 
may be revocable or irrevocable. 
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6. Insurance trust: Created by an in- 
surance trust agreement. This may be 
unfunded, funded, or business. 

7. Agency: Created by an agency 
agreement, OF letter of attorney ex- 
ecuted by another fiduciary. 

8, Custody: Created by a custody let- 

tT. 

a Escrow: Created by an 
agreement. 


Internal Bank Management Controls 
20. Operating And Cost Controls For A 
Personal Trust Department 
On page 156, April, 1941 issue 
THE LINE OF CONTROL 

1. A trust committee elected by the 
board of directors has general supervi- 
sion. 

2, A vice president in charge of trust 
operations reports to the trust com 
mittee. 

3. A sub-committee of the trust com- 
mittee gives special attention to invest- 
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ve 7 ments with a vice president directly 

roe responsible to it. 

ts ; 4. A real estate sub-committee looks 

sistanfe after real estate details. 

, 5. Operations are in charge of an 

; assistant trust officer. 

PRUST 6. Business development is in charge 
of an assistant vice president. 

Buildings And Improvements 

— Less Noise—Fewer Errors 
On page 8, January, 1941 issue 

. deter SIX FACTS ABOUT ACOUSTICS 

1, The manufacture of quieting mate- 
or thi® rials has made great strides in recent 
| years, and now promises to become one 

or thi of our leading industries. 
2. When applied to -ceilings alone, 
acoustical treatment reduces the noise 

TRUS in a room from 40 to 75%. 

3. In terms of footage, the greatest 
use of acoustical material today is in the 
noise-quieting field—banks, offices, hos- 
pitals, schoolrooms, restaurants, other 

dgers # business houses. 

state 4. Noise costs money, since it induces 

fatigue and leads to the making of errors. 

ers 5. Slow production is the rule in noisy 
workrooms. 

ing asl 6. Output increases about 10% when 

incom} & noisy workroom is made quiet. 

A Modern Building Increases Business 
punting Page 59, February, 1941 issue 
MODERN FEATURES WHICH 
HELPED DOUBLE DEPOSITS 

ST 1. The building was completely air 
conditioned. 

ill of § 2.4 modern front and large decora- 

admit} tive windows were installed. 

8. Venetian blinds were installed. 

1 by th 4, Abundant light was provided. 

5. Acoustical ceilings were used. 
no pw TWO Bankers Report On Profitable 
Air Conditioning 
an ore O" Page 118, March, 1941 iseue 
he pr0p BANK BENEFITS FROM AIR 
CONDITIONED QUARTERS 

y trust 1, Customers in all departments are 

deed more comfortable. 

exectl 2. Officers are more efficient. 

e, The 3, Employees have a higher capacity 





for work. 
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4, Employees who suffer from hay 
fever can work normally. 

5. Customers notice the absence of 
air conditioning in a bank that does not 
have it, because local stores, restaurants, 
and theaters have taught them its im- 
portance. 

6. Automatic controls are important 
because they prevent cooling which is 
out of line with outside temperatures. 

7. Year-round dir conditioning of 
work rooms increases the amount and 
quality of the work of employees. 

8. It inereases physical energy and 
mental alertness. 

9. It minimizes fatigue. 

10. It promotes accuracy. 
11. It inereases the tenaney of rent- 
able office space. 


Correspondent Services 


City Banks Encourage The Installation 
Of New Equipment 
On page 34, January, 1941 issue 
HOW THE CORRESPONDENTS HELP 
IMPROVE OPERATING TECHNIQUE 


1. Officers of large banks invite coun- 
try bank officers to visit the city bank 
to study new equipment. 

2. The officer sees an opportunity to 
improve technique, save time, save space, 
avoid increased expense—by installing 
new equipment. 

3. He sends his operating chief to 
learn how to use the new equipment. 

4. The machines are installed and the 
work moves along more smoothly. 


We Appreciate City Correspondents’ 
Services © 
On page 58, February, 1941 issue 
SIX OF THE MANY 
CORRESPONDENT SERVICES 


1. Prompt service on collections. 
. Prompt reports en unpaid checks. 
. Telegraphic transfers of funds. 
. Information on securities. 
. Confidential facts on credits. 
6. Cordial assistance to visiting of- 
ficers or customers. 


Credits 


See also: Loans 
Management Engineers Help Renew 
Borrower’s Earnings 
On page 106, March, 1941 tesue 
FOUR CASES 
1. One manufacturer failed to write 
off $80,000 worth of ‘‘junk’’ steel. 
2. Another was wasting finished parts 
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because he had no production control 
plan. 

3. Another was suffering from inex- 
perienced management. 

4. A stop-loss program reduced the 
expenses of another firm and renewed 
its profits. 

—And all of these were discovered by 
the surveys and suggestions of manage- 
ment engineers. 


Directors 


I Like My Directors Job 
On page 160, April, 1941 issue 
HERE’S WHY A DIRECTOR’S JOB 
IS INTERESTING 


1. Our whole lending policy adds up 
to this: If you look at credit as a ‘‘means - 
to an end,’’ then it is to the advantage 
of both the borrower and the lender to 
consider the ‘‘end’’ as the most impor- 
tant factor in the transaction. 

2. No matter what errand brings me 
to town, I try to find a few minutes to 
drop in at the bank to see if there’s some 
outside work for a director to do. 

3. I look upon each loan we make as 
a reinvestment in a productive enter- 
prise paying a return not only to the 
bank but to the borrower and to the 
community. 


Directors Informed And Loans Improved 
On page 253, June, 1941 issue 

FOUR STEPS IN THE PLAN 

FOR CONTROLLED LENDING 


1, An educational program was pro- 
vided for the stockholders at their annual 
meeting. 

2. Directors are supplied with a 
monthly inventory of loans classified as 
to quality—which has demonstrated an 
improved quality of about 1%. 

3. A Controller of Loans was appointed 
to keep the inventory up-to-date and to 
endeavor to improve quality. 

4. A definite objective for loan im- 
provement was set up for each loan 
officer. 


Equipment 
See also: Operation; Purchasing; Filing 


New Equipment Makes 40-Hour Work 
Week Easy 
On page 6, January, 1941 issue 
HIGHLIGHTS OF THE IMPROVED 
BOOKKEEPING PLAN 


1. Bookkeeping operated on dual plan. 

2. Ledgers for main office and two 
branches centralized in one location. 

3. Women bookkeepers have replaced 
men operators. 

4. Operating schedule utilizes unique 
plan of high speed posting in the morn- 
ing, and leisure duties for afternoon 
work. 

5. Afternoon period permits time con- 
trol of wages and hours regulations. 

6. Elimination of vibrating light im- 
proved health of operators. 

7. Use of brown machine ribbons and 
brown lithography has produced distine- 
tive customer’s statements. 

8. Signature clerks used as stepping 
stones to tellers and officers instead of 
bookkeepers. 

(Continued on next page) 
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394 Tested Ideas 


(Continued from page 317) 


Modern Equipment Attracts Cstomers 
On page 10, January, 1941 issue 
HOW CUSTOMERS LEARN 

NEW EQUIPMENT 

1. Signs are displayed in the lobby 
telling of the improved service when 
new machines are installed. 

2. The facilities of the new machine 
are demonstrated in the lobby. 

3. Advertisements in local papers tell 
of the new machines. 


ABOUT 


No Rush—No Overtime—No Headaches 

On page 104, March, 1941 issue 

SEVEN STEPS IN THIS EFFICIENT 
ROUTINE 

1. Tellers merely prove cash, then pass 
checks and deposit slips on to the 
analysis clerk. 

2. Service charges and float are ana- 
lyzed by one man as fast as deposits are 
received from the tellers. 

3. Proving machines prove each de- 
posit, then sort checks according to book- 
keepers and (for outside checks) accord- 
ing to cash letters. 

4. Proof machine tapes provide a 
check against each bookkeeper. 

5. Other tapes give totals for the gen- 
eral ledger and each cash letter. 

6. The transit department pastes the 
tapes on the cash letters and photographs 
all cheeks for each letter. 

7. One tape is for loeal checks, which 
are also photographed and then handled 
by the collection department. 


Overnight Expansion Possible With 
This Equipment 
On page 149, April, 1941 issue 
PORTABLE EQUIPMENT WHICH 
MAKES EXPANSION EASY 

1. Tellers’ unit desks which contain 
compartments for currency, rubber 
stamps, and other necessities. 

2. Tellers’ money trucks with locked 
compartments which are wheeled into 
the vault at night. 

3. Signature ecard files on wheels. 

4. Statement file trucks. 

5. Cageless counters in units large 
enough for three and four tellers. 

6. Telautograph and telephone behind 
each counter. 

7. Interchangeable electric signs. 

8. Dumb waiters connecting the two 
floors. 

9. Proof machines. 

10. Front feed posting machines. 
11. Electric calculating machine. 

12. General ledger and liability ledger 
machine. 

13. Special telephones. 
14. Electric perforator. 


Machines Smoothed Out Our Operating 
Peaks 
On page 200, May, 1941 issue 
FOUR HIGH POINTS IN THIS 
PROVING SYSTEM 

1. Distributing machines enable one 
person to list and sort at the same time. 

2. Deposit tickets and cash letters are 
automatically proved by the machines. 
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3. If an error oceurs, the correction is 
made at once and a record of the cor- 
rection appears on the audit tape. 

4. All items are endorsed by machine. 


The Next Big Step In Banking— 
Modernized Equipment 
On paye 197, May, 1941 issue 
FOUR SITUATIONS FORECAST 
THE FUTURE 

1. There is considerable variation in 
the machines used in different banks of 
similar size. 

2. There is a definite tendency, how- 
ever, to give more study to bank ma- 
chines than ever before. 

3. Some machines are now rented and 
the manufacturers keep these strictly 
up-to-date. 

4. Many miraculous improvements 
have been made in accounting machines. 


We Believe In Spare Machines 
On paye 204, May, 1941 issue 
HOW THE SPARE MACHINE IS USED 
1. An extra accounting machine helps 
to take care of peak loads. 
2. It is sometimes loaned to the bank’s 
customers. 


Machines Improved Operating Routine 
On page 212, May, 1941 issue 
A NEW ROUTINE FOR 
BANK 

1, At any time during the day, items 
may be sorted and machine listed by the 
block system. 

2. On the credit side are deposit totals 
and credits to the general ledger. 

3. Cheeks on us, transit items, and 
general ledger debits are listed on the 
debit side. 

4. A separate block is maintained 
for checks from correspondent banks and 
from the Federal Reserve Bank. 

5. A third block is run at the close 
of the day for the loan and discount 
items. 

6. The three blocks are recapitulated 
and the totals carried to the general 
ledger journal. 

7. Individual ledger sheets are printed 
by machine at the time the customer’s 
statement is printed. 

8. Statements are given to depositors 
with small accounts only when the state- 
ment sheet has been filled. 

9. Transit items are listed by ma- 
chine on eash letters and are mailed to 
correspondents without sorting. 

10. Transit items are photographed 
both front and back. 

11. Installment borrowers are fur- 
nished coupon books which save much 
time at the window. 


A SMALL 


More Checks—Less Handling 
On page 259, June, 1941 issue 
8 RESULTS OF ONE MACHINE 
OPERATION 

1. Each deposit is proved. 

2. Checks are listed according to dis- 
tribution. 

3. Checks are distributed into as many 
as 24 classifications. 

4. Controls for the bookkeepers can 
be set up. 


5. Lists can be made for transit letters, 

6. Checks are endorsed. 

7. Totals for the general books can }p 
set up. 

8. An item count is provided for use 
in analyzing the work of individuals ang 
of the department. 


Installment Payments Recorded By 
Machine 
On page 262, June, 1941 issue 
THE ROUTINE FOR POSTING 
INSTALLMENT PAYMENTS BY 
MACHINE 

1. After rolling the card into place, 
we first insert the old balance with the 
carriage thrown back, and while it js 
still in the new balance position. 

2. Next we depress ‘‘return carriage’ 
key which throws the carriage to the 
last check position. 

3. There we subtract the entire amount 
of the payment made (some mortgages 
eall for interest to be subtracted from 
each payment, the remainder thereof to 
apply upon the principal, while others 


require interest in addition to a set 
principal sum.) 
4. In either case, the full amount 


paid is subtracted, whereupon the ear 
riage shifts to the deposit column, 

5. There the amount of interest is in- 
serted and added, and the date keys 
(depressed at the same time) indicate 
the date the payment is made. 

6. With the carriage now returned to 
the last or ‘‘new balance’’ position an 
other date is inserted—that to which the 
interest has been paid—and a total 
taken which is the new unpaid prin- 
cipal of our mortgage. 

7. In lieu of recording the transaction 
upon the teller’s blotter, the ledger 
card is then thrown into the cash drawer 
and the figures taken from it at the end 
of the day. 





Filing 
Old Record Files In Order 

On page 124, March, 1941 issue 
HOW ARCHIVES WERE IMPROVED 

1. Drawer files were installed. 

2. The file room was well lighted. 

3. A schedule of dates on which ree 
ords may be destroyed was set up. 


Insurance 


Insurance Is important To Bankers 
On page 55, February, 1941 issue 

A check list gives insurance needed 
by 40 industries 


Research Cuts Insurance Rates 
On page 116, March, 1941 issue 
SOME SUBJECTS STUDIED BY 
INSURANCE ENGINEERS 
1. Fire-fighting facilities of various 
cities and towns. 
2. Safety devices for factories. 
3. Chemical studies of drinking water 
and foods. 

4. Fire protection qualities of safes 
and filing equipment. 
5. Passenger and 

safety devices. 


freight elevator 


(Continued on page 320) 
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Bank-Perfected RECORDAK 
also used by 33-leading 


insurance companies ~~ 


Biiowmns that Recordak was cre- 
ated in a bank, tested in a bank, and has 
worked for banks for years, you may 
be surprised to know how many other 
kinds of businesses use Recordak, too. 

For example, 33 of our leading in- 
surance companies “file” photograph- 
ically with Recordak .. . transferring 
policy notes, premium ledger account 
cards, mortgage and loan account 
cards, loan records, cancelled checks, 
correspondence, industrial application 
forms, policy briefs, etc., to tiny strips 
of film...and thus save many thousands 
of dollars’ worth of filing space, time, 
and equipment. 


(1) Commercial Recordak. Photographs all bank 
forms. Widely used for the Recordak System of 
Single Posting. (2) Reversible Recordak. For pho- 
‘graphing both sides of checks and large forms 
m @ single operation. (3) Recordak Junior. For 


But “filing” is just one of Recordak’s 
assignments. It does other jobs for the 
insurance companies, too. And always 
with added speed, greater efficiency 
and economy. 

To get back to banking. ...If you’re 
not using Recordak in your bank, you 
should be. For, obviously, you cannot 
afford to ignore savings as substantial 
as Recordak’s...up to 45% net on per 
item costs, up to 50% on supplies, up 
to 98% in storage space. Recordak is 
rented; not sold. Recordak Corpora- 
tion, Subsidiary of Eastman Kodak 
Company, 350 Madison Avenue, New 
York, N. Y. 


smaller banks, and special departments of large 
banks (tellers’ cages, filing departments, etc.). 
(4) Bank Model Recordak. Speeds up transit op- 
erations, photographs paid checks, protects bank 
and depositor. 


RECORDAK PHOTOGRAPHIC ACCOUNTING SYSTEMS 
July, 1941 19 
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394 Tested Ideas 


(Continued from page 318) 


6. Building design to avoid the spread 
of fires. 

7. Safe storage for explosive mate- 
rials. 


Loans—Dealer Credits 


We Like Motor Truck Loans 
On page 18, January, 1941 issue 
SIX POINTS IN THE TRUCK LOAN 
PLAN 


1. We do not ask the dealer to endorse 
the note. 

2. We make no loans to buyers who do 
not have a known income. In other 
words, we do not lend to buyers who 
are speculating on the possibility of 
earning by hauling for others. 

3. We lend to those who need the 
motor truck in their own business, which 
is already a successful enterprise. 

4. We talk with local motor truck 
dealers at frequent intervals and encour- 
age them to send their prospects to us 
for financing. 

5. We make periodical trips through 
our leading territory to keep in touch 
with ranchers, businessmen, and others 
who may be in need of financing. 

6. We lend with motor trucks as secu- 
rity at a lower rate than for other 
installment loans. 


Lambs, Feed, And More Farm Loans 
On page 19, January, 1941 issue 
SIX IMPORTANT POINTS IN THE 
LOAN STABILIZING PLAN 


1. Farmers near Eaton raise sugar 
beets, potatoes, and pinto beans as cash 
crops. 

2. They. feed beet tops, beet pulp, 
alfalfa, barley, and oats which they raise. 

3. They buy corn and concentrates 
(supplementary feeds) to make beef and 
lamb feeding more profitable. 

4. The bank co-operates with both 
farmers and dealer by financing the 
purchase of supplementary and finishing 
feeds as well as the purchase of live- 
stock. 

5. Bank officers visit the feed lots and 
watch the development of successful 
feeders. 

6. Only farmers with a successful feed- 
ing experience are financed. 


Feeder Loans Now Include Feed 
On page 78, February, 1941 issue 
A BASIS FOR NEW LOANS 

1. A farmer who has been successful 
in producing meat is a good prospect 
for a safe loan. 

2. It is often convenient to include a 
loan for concentrates in the loan for 
feeders. 


Self-liquidating Feeder Loans 
On page 122, March, 1941 issue 
WHY LOANS ARE 
SELF-LIQUIDATING 
1. Loans to feeders are paid from the 
checks received for the livestock. 
2. Many bankers have learned that 
the quality of the loan is improved if 
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the feeder uses commercial concentrates 
with his home-grown feeds. 


Farm Equipment Loans Are 
Self-Liquidating 
On page 176, April, 1941 issue 
WHY EQUIPMENT LOANS 
LIQUIDATE THEMSELVES 

1. A farmer pays for equipment by 
sale of crops which have a daily cash 
market. 

2. There is always more than enough 
sales value in the used equipment to pay 
the remainder of the loan. 

3. The farmers expenses are less. 

4. His work is done on time and thor- 
oughly. 


We Are Promoting Improved Livestock 
Feeding 

On page 207, May, 1941 issue 

THE EXPERIENCE IN THREE STEPS 

1. This loan officer visited the experi- 
mental farm of a manufacturer of live- 
stock feeds. 

2. He learned of the increased profits 
to be made from the use of commercial 
concentrates. 

3. He encouraged improved feeding 
methods and added to his loans. 


We Ask Dealers For Farm Equipment 
Paper 
On page 270, June, 1941 issue 
HOW THIS BANK BENEFITS FROM 
FARMER’S NOTES 

1. Only two losses in 12 years, total- 
ing $175. 

2. Few repossessions and practically 
no extra work in disposing of the used 
equipment. 

3. The notes are bought from dealers 
without recourse. 

4. Good profits are made on these 
notes. 

5. Bank officers know most of the 
farmers who give notes for machinery 
purchase. 

6. Each dealer is asked to supply at 
least a suggested amount of notes to the 
bank. 

7. Interest in the dealer’s success 
stimulates him to do a better job. 

8. Aggressively combing the territory 
results in many loans which would not 
be found otherwise. 


Loans On Field Warehouse Security 


Field Warehouse Loans And Accounte 
Receivable Advances—They Go Together 
On page 114, March, 1941 issue 

POLICIES CONTROLLING 
COMMODITY LOANS 


1. Only commodities that can be liqui- 
dated without difficulty are warehoused. 

2. Receipts are accepted from well- 
established experienced bonded ware- 
house companies only. 

3. Collateral is never substituted. A 
new loan is made on the new collateral 
and the proceeds used to pay the old 
loan. 

4, Finished goods are accepted as col- 
lateral only when there is a known daily 
market or when there is a non-cancel- 
lable order in hand. 

5. Accounts receivable pledged are 


audited every 30 days by a bank auditor 
—at the borrower’s expense. 


THE ROUTINE FOR COMMODITY 
LOANS 


1. Field Warehouse loans are secured 
by readily marketable raw materials or 
finished products to be shipped at speci. 
fied times on non-cancellable orders, 

2. Accounts receivable collateral 
secures a new loan when the goods are 
shipped and the new loan pays the field 
warehouse loan. 

3. All remittances from the buyers are 
deposited by the borrower at the dis. 
count window and are used to pay the 
accounts receivable loan. 

4. Whenever there is an excess above 
the loan, it is either credited to the bor. 
rower’s account or it is put into a re. 
serve account to protect other loans, 


















Loans On Government Contracts 
On page 201, May, 1941 issue 
SIX STEPS TOWARD GETTING 
LOANS ON GOODS BEING PRODUCED 
FOR THE GOVERNMENT 


1. Confer with local businessmen to 
find out if they are going after gover 
ment contracts, and offer the bank’s loan 
service. 

2. Discuss the field warehouse method 
of financing with them. 

3. Get in touch with a field warehouse 
company and get literature for your 
files which may be used with prospective 
borrowers. 

4. Write your nearest Federal Reserve 
Bank and ask for the names of nearby 
manufacturers who have been awarded 
contracts. 

5. Ask the field warehouse company 
for names of brokers who can sell the 
commodities stored if they should have 
to be sold to pay the loan. 

6. Find out whether the borrower has 
computed his costs carefully to make 
sure that he will have adequate profits. 






























































Loans—Hazards 


Management Policies By Industries 
41. Jewelers 
On page 14, January, 1941 issue 
SUCCESS POLICIES AND HAZARDS 
WHICH THEY AVOID 


A. Jewelry Manufacturer 


Policies 


1. Goods will be manufactured to con- 
form to style changes. 

2. Small inventories of finished goods 
will be maintained. 

3. Equipment will be adjusted to keep 
the plant modern. 

4. Cost account will be used to war 
of increased costs. 

5. Credit will be granted only on the 
basis of information secured from reli: 
able sources. 

6. Only experienced and efficient help 
will be employed. 







































































































































B. Jewelry Wholesaler 


1. Retailers will be aided with infor 
mation and ideas. 

2. Small inventories will be stocked 
to avoid leftovers when styles change. 
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3, Oredit will be granted only when 
the information fully warrants credit. 


C. Jewelry Retailer 


1. Information on styles, sales trends, 
and budgeting expense and sales will be 
secured and used. 

2, Special sales efforts will be made 
to move the stock during the two selling 
seasons—June and the winter holidays. 

3. Goods will be attractively displayed 
in windows and show cases to tempt 
buyers. 

4, Installment sales will be properly 
insured and _ contracts periodically 
seanned by legal counsel. 


A. Jewelry Manufacturer 


Hazards 


1. Jewelry may become obsolete and 
unsalable after the style has changed. 

2, Large inventories may cause a 
serious loss when styles change. 

3. An obsolete plant will lose business 
or profits because production costs will 
be higher than those of competitors. 

4, When costs are not known, selling 
prices may be made too low. 

5. Poor credits often result in tying 
up needed capital or reducing it through 
losses. 

6. Inexperienced help may make a 
poor product or run up production costs. 


B. Jewelry Wholesaler 


1, Uninformed retailers who do not 
succeed may create credit losses for the 
wholesaler. 

2. Out-of-style jewelry can scarcely 
be sold except for the metals and gems 
it contains. 

3. Credit losses may easily consume a 
large part of the profits. 


C. Jewelry Retailer 


1, Conditions change so rapidly that 
a retailer can lose much business if he 
gets behind-the-times. 

2. If the stock does not move during 
June and the winter holidays, the year’s 
success is seriously handicapped. 

3. Fewer sales will be made of goods 
hid in the safe—only displayed goods 
tempt people to buy. 

4. ‘‘Skips’’ may cause serious loss if 
the retailer has no insurance on goods 
sold on installments or sent out on ap- 
proval. 


Management Policies By Industries 
42. Concrete Contractor 
On page 161, April, 1941 issue 
POLICIES USED BY SUCCESSFUL 
CONCRETE CONTRACTORS 

1, Allowance is made for possible de- 
lays and extra cost caused by unfavor- 
able weather conditions. 

2, Allowance is made for possible de- 
lays and added costs which may be 
caused by strikes or other labor trouble. 

3. Modern equipment is used and is 
kept in the best of condition. 

4. Conventions of contractors are at- 
gg as one means of keeping up to 


5. A volume of business is secured 
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Investment Service 


The experience of seventy-seven years 
and immediate contact with principal 
cities make the services of our Bond 
Department of particular value to 
correspondent banks. 


Inquiries by telephone, wire, or mail 
are invited, and quotation sheets will 
be mailed on request. 


Telephone Franklin 6800—LD 92-93 
Teletype CGO 987 


BOND DEPARTMENT 


The First National Bank 
of Chicago 


Phas us 
=, 
hadaderird 
















which is sufficient to maintain adequate 
earnings. 

6. Bids inelude profits adequate to 
justify the investment and ability. 


Insurance And Management Policies 
For The Woodworking Industry 
On page 276, June, 1941 issue 
POLICIES WHICH MAKE SUCCESS 
IN THE WOODWORKING INDUSTRY 

1. There will be no price-cutting to 
meet competition. 

2. Volume is not to be used as a goal 
unless it is accompanied by adequate 
profits. 

3. Selling prices are to be based on 
actual costs. 

4. A control is to be maintained over 


production to keep costs in line with 
eosts in other plants. 

5. Modern equipment will 
obsolete machines. 


replace 


Loans—Installments 


Salaried Borrowers’ Loans Increase 
Secured Commitments 


On page 60, February, 1941 issue 
TYPICAL LOANS 


1. A $1,200 loan to pay hospital ex- 
penses was repaid within a year. 

2. A loan for a small house built by 
the borrower himself was repaid at the 
rate of $25 per month. 

3. A loan for the purchase of a deliv- 
ery truck to be used in carrying out con- 
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tracts in the possession of the borrower. 
4. Loans for the installation of heat- 
ing plants in new houses. 


Unnecessary Installment Routine 
Eliminated 
On page 152, April, 1941 issue 
EIGHT IDEAS THAT HELP 
REDUCE COSTS 

1. Interviewers help with the work of 
other departments during slack periods. 

2. Shorter credit reports serve the same 
purpose as longer ones and require less 
time to complete. 

3. Only two or three local merchants 
are asked for information on the bor- 
rower’s paying habits. 

4. Only two or three references are 
checked if the loan is secured by eol- 
lateral. 

5. Bookkeeping is simplified by enter- 
ing all the payments at once. 

6. The customer’s receipt card is the 
same size as the loan ledger ecard. 

7. A special scheduling machine is 
used. It computes the interest and new 
balance automatically. 

8. Collections are received by the dis- 
eount department. 


Loans—Real Estate 


Fire Protection A Factor In Making 
Mortgage Loans 
On paye 268, June, 1941 issue 
WHAT HAPPENS TO BUSINESSES 
WHOSE RECORDS ARE BURNED 
1. About 14% suffer a reduction of 
from 30 to 66 2/3% in eredit rating. 
2. About 17% which furnished finan- 
cial statements, fail to do so after a fire. 
3. About 269% are unaffected as to 
eredit rating. 
4. About 43% do not resume business. 


Operation 


See also: Purchasing; Equipment ; Filing 


We Removed Peak Loads, Avoided 
Overtime 
On page 256, June, 1941 issue 
FOUR STEPS IN THE IMPROVED 
PROCEDURE OF CYCLING 
STATEMENTS 


1. Business accounts were transferred 
to three books and personal accounts 
were divided among six books. 

2. Business accounts were posted on 
machines which automatically provided 
analysis information. 

3. The work-week was made to end 
Saturday noon so that the Saturday and 
Monday peak loads were at the begin- 
ning of the week. 

4. A schedule was arranged for mail- 
ing statements of personal accounts at 
the rate of about 300 a day from the 
5th to the 28th of each month. 


Public Relations 


What’s Right With Banking 
On page 3, January, 1941 issue 
THESE THINGS ARE RIGHT WITH 
BANKING 
1. Our banks are privately-owned, in- 
dependent institutions. 
2. Anyone can open a bank account, or 
close his bank account as he pleases. 
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All transactions are strictly voluntary. 
3. Loans are discussed with fellow 

townsmen who know the borrowers and 

who are eager to see them succeed. 

4. Loan negotiations are conducted 
in strict privacy, and information is held 
confidential. 

5. American banks have never and 
probably never will reach their limit of 
lending money to reliable borrowers. 

6. Growth of industries is facilitated 
by encouragement and loans provided by 
our independent bankers. 

7. We have the safest banking system 
in the world. 

8. Our banking system is a pillar of 
national strength for it is the medium 
through which the private wealth of our 
people flows into the channels of trade. 


Consider Your Telephone Public 
Relations 
On page 154, April, 1941 issue 
THE BASIS FOR EFFECTIVE 
PHONE CONVERSATIONS 
. Answer promptly. 
2. Be pleasant and courteous. 
3. Give information promptly. 
. Make yourself easy to reach. 
. Make your own ealls. 
}. Don’t waste the other person’s time. 
7. Get and give complete and accurate 
information. 
8. Identify yourself. 


Our Staff Likes Our Employee- 
Relation Program 
On page 262, Jwne, 1941 issue 
TEN FEATURES OF A SUCCESSFUL 
PERSONNEL PLAN 

1. The objectives and policies of the 
bank are made clear to new employees. 

2. Each employee is given to under- 
stand that the management considers his 
job just as important as the job of an 
officer. 

3. Employees are given opportunity 
to use their initiative to improve the 
technique of the jobs they have to do. 

4. Policies and operating details are 
discussed in monthly staff meetings where 
criticisms and suggestions are encour- 
aged. 

5. The expense of A. I. B. courses 
is borne by the bank. 


6. Employees are taken to group 
meetings of the State Bankers Associg. 
tion. 

7. Employees are recognized by the 
president for each good job. 

8. They are helped when ill. 

9. Group annuities and group insur. 
ance are provided. 

10. A pension plan is in operation, 


By Understanding People—We 
Increase Our Profits 


On page 266, June, 1941 issue 
FIVE THINGS WHICH SHOULD BE 
RECOGNIZED 

1. Most people get greater satisfaction 
from life if they have a bank account, 

2. Most people will follow whatever 
fair rules a bank may eare to establish, 

3. Most people are perfectly willing to 
pay for what services they receive, 

4. People want to be treated as honest, 
reliable, and ambitious human _ beings, 
When people are so treated, they are 
glad to contribute to the success of the 
bank. 

5. One important thing we believe we 
understand about employees is that they 
appreciate and quickly respond to ree- 
ognition in the form of adequate wages. 


Purchasing 


Jottings From The Bankers 
Secretary’s Notebook 
On page 36, January, 1941 issue 
Hanging Folders 
Adding-Figuring Machine 
Ash Tray 
New Paper Cup 
Memo Pad 
On page 80, February, 1941 issue 
Mailing Machine 
Letter Opener 
Continuous Form Feed 


On page 126, March, 1941 issue 
Plastic Tab Indexes 


Cheek Designs 
Desk Organizer 
Social Seeurity Records 
Dip Pen Set 
Bookkeeping Analysis Booklet 
Fire-Safe Storage 
On page 180, April, 1941 issue 
Desk Calendar 
Transfer Cases 
Film Cabinet 
Postage Meter 
Clock and Pen Set 
Pipe Smoker’s Pencil 
Copyholder 
List Finder 
Electric Accounting Machine 
On page 209, May, 1941 issue 
Desk Tray 
3pine Protecting Cushion 
New Threadline Pencil 
Handy Moistener 
Plastic Coin Trays 
Signaling Check Writer 
On page 282, June, 1941 issue 
Thin Leads 
Floor Levelers 
New Low Desk 
Typewriter Lift Attachment 
Illuminated Typewriter Roll 
New Pencil 
Pencil Pointer 
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Desk Leg Protectors 
Unbreakable Ink Bottle 


When Will It Pay To Buy New 
Typewriters 


On page 76, February, 1941 issue 
FOUR FACTS ON WHICH A POLICY 
MAY BE BASED 

1. The machine on which executive 
letters are typed must be kept in perfect 
condition. 

2, Machines that show some wear can 
be shifted to work which never leaves 
the bank. 

3. To get the best work, typewriters 
should be replaced every three years. 

4. It is important to make a personal 
study of conditions within the bank and 
establish a policy of replacement. 


Five Ideas On Form Purchasing 

On page 178, April, 1941 issue 

FIVE IDEAS WHICH HELP THIS 
PURCHASING OFFICER 

1. Often two forms are combined into 

one. 

2, Forms to be mailed are designed so 
that envelope addressing can be avoided 
and window envelopes used. 

3. All forms are reviewed by officers 
and employees who use them, before 
they are reordered. 

4, An effort is made to order several 
forms together which can be printed on 
a large press at one time to save cost. 

5. Colors of forms are planned to facil 
itate operations. 


A Simplified Supply Plan 
On page 241, May, 1941 issue 

SEVEN ITEMS IN THIS SYSTEM 

1, A year’s supply is purchased at one 
time. 

2. A purchase sheet listing outstand- 
ing orders is watched until delivery is 
made. 

3. A chart on which bids are recorded 
is examined before the purchase is 
authorized. 

4. Samples of each form are pasted in 
a scrap book and on the sample is pasted 
a slip which gives the date of purchase, 
the amount, the price and the supplier. 

5. Only enough opened packages are 
available in the stock room to serve the 
bank for a week. 

6. An inventory is taken every three 
months, and purchases made to renew 
those supplies needed. 

7. The purchase record is checked each 
day to make sure that delivery is made 
on time. 


Service Charges 


Our Service Charges Work Both Ways 
On page 159, April, 1941 issue 
SERVICE CHARGES EXPLAINED 
UNDER ELEVEN HEADINGS 
1, Average daily ledger balance. 
2. Less 25% reserves. 
. Average daily loanable balance. 
4, Earnings on loanable balance for 
the month, at 414%. 
5. Checks drawn at 2% cents. 
6. Deposits made at four cents each. 
7. Items deposited—first 500 at 1% 
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cents each, balance at 1 cent each. 
8. Returned items at 5 cents each. 


9. Deposits made with errors 10 
cents each. 
10. 1/12 of 1% administration and 


overhead. 
11. Charge for average balance below 
$100. 


Statistics 
Hundred-Year-Old Banks Increasing 
On page 101, March, 1941 issue 
FACTS ABOUT OUR OLDEST BANKS 


1. There are 244 existing banks which 
were established from 100 to 157 years 
ago. This is 1.6% of all banks. 


2. Two are 157 years old. 

3. One is 150. 

4. There are 89 which are from 120 to 
150 years. 

5. There are 69 which are from 100 to 
110. 

6. By adding the total years of bank- 
ing of all of these banks, we get the 
figure—28,673. 


Mail Deposits Cheaper 


A Michigan bank encourages 
deposits by mail] because it has dis- 
covered that mail deposits are 
handled at less expense. 
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Machines Make 
Auditing Easy 
(Continued from page 304) 


the bank retaining the original. A 
general ledger account and journal 
are kept for each escrow by num- 
ber. 


Security Transactions For 
Customers 


A security order form in a bound 
book with duplicate is used, the 
customer getting the duplicate as 
his receipt for the securities. The 
bank’s similar duplicate bears the 
number of the customer’s order, the 
original going to the broker. Audit 
and review of outstanding orders is 
simple. The broker’s confirmations 
are kept in a suspense file until 
completed. If only one broker is 
used, his monthly statement pro- 
vides a journal of all transactions 
for audit purposes. 


Item Count 


A monthly item count and cumu- 
lative record provides a monthly 
comparison of activity. The monthly 
income from drafts and money or- 
ders issued should be in step with 
this item count. 


Daily General Proof 


Every general ledger account is 
numbered and bookkeepers and 
tellers know these accounts by num- 
ber. In adding machine runs, the 
number of the account is first en- 
tered with the non-add key and 
the identity of the tape cannot be 
lost. After batch proving, all debit 
and credit slips are filed in a num- 
bered file as they accumulate. At 
closing, they are run on a blank 
recap general proof sheet on a du- 
plex machine which provides num- 
bered segregations and a grand total 
of debits and credits, which, of 
course, must equal. This general 
proof sheet is used as the posting 
medium for the general ledger. 


Daily Statement 


When the general ledger has been 
machine posted and journal proof 
obtained, we are ready to make up 
the daily statement. The daily state- 
ment is geared to our duplex add- 
ing machine and made by a run of 
accounts. Register No. 1 totals are 
made for the different segregations 
and register No. 2 totals for the 
grand totals of resources and liabil- 
ities. 

Funds Conversion 


At the beginning of each year, 
or oftener, if advisable, a program 
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of funds conversion is submitted to 
the board for approval. This pro- 
gram sets up desirable percentages 
of demand deposits, time deposits, 
and net capital funds to be main- 
tained in cash and equivalent, in 
secondary reserves, in other secu- 
rities, and in loans and mortgages. 
With these percentages, our desired 
position is reported at each Board 
meeting and compared with our 
actual position. It is then easy to 
determine whether or not we are 
over-loaned or over-invested, and 
appropriate action may be taken. 


Analysis 


With a bit of midnight oil and 
no restrictions on the executive of- 
ficer by Mr. Wagner, a semiannual 
and annual analysis may be made 
to determine the actual earning rate 
of funds and the percentage of 
profit. To do this, an average day 
in the bank is first determined by 
averaging the daily statements as 
of the fifth, fifteenth and twenty- 
fifth of each month in the period. 
This provides averages of resource 
items of cash and equivalent, gov- 
ernment bonds, other bonds, and 
loans and mortgages. Against these, 
there will be liability items of net 
capital funds, demand deposits and 
time deposits. 

To the different classifications of 
resources are credited interest in- 
come, profits on securities, and 
recoveries. Charges are made for 
losses and conversion expense. The 
difference is net interest income. 
The percentage of net interest in- 
come is applied to the liability seg- 
regations and they are charged with 
interest expense and other expense 
applicable as shown by the expense 
book. The remainder of expense is 
charged on a pro rata of funds 
basis. The net profit will agree with 
the profits account. This method is 
entirely original and without 
authority, but if followed year after 
year, provides a means of compari- 
son that is at least informative. 

A country banker enjoys an ad- 
vantage the city banker cannot 
have. That is he knows all em- 
ployees. The country banker usually 
has a knowledge of their daily lives 
and living habits. If an employee 
begins to live beyond his means or 
exhibits signs of sudden affluence, 
it would be readily discernible by 
his employer. If there were a ten- 
dency to gamble or speculate, the 
small town grapevine could be 
depended upon to go into action. 

Finally, after every possible safe- 
guard is thrown around the bank’s 
operating. procedure from a control 


viewpoint, I strongly recommend 
that the blanket bond coverage be 
examined and increased to what- 
ever point necessary to provide 
ample protection for every con- 
tingency. 


A Tax Anticipation Plan 


The American National Bank and 
Trust Company of Chicago has an- 
nounced the inauguration of an 
Income Tax Anticipation Plan as a 
service to customers in accumulat- 
ing funds to meet their greatly in- 
creased income tax obligations next 
year. The plan has the automatic 
features of special club accounts, 
but the accounts will be carried in 
the savings department and will be 
served in the same way as the 
bank’s regular savings accounts. 

The plan is fully explained and 
its advantages pointed out in a de- 
scriptive folder entitled “Getting 
Ready for Increased Income Taxes” 
which was distributed to all com- 
mercial customers of the bank with 
their statements. The purpose back 
of the plan is explained in the folder 
as follows: 

“Although new tax legisla- 
lation will not be passed by 
Congress until later in the year, 
we are already confronted 
by the certainty that a large 
part of the cost of the National 
Defense Program will be paid 
for by increased taxes. And 
those of us who pay income 
taxes are faced with the reality 
that the tax on our 1941 in- 
comes will be much larger—in 
many cases, three and four 
times larger—than last year’s 
tax bill. 

“Just as it is sound financial 
practice for a business concern 
to anticipate its tax bill by 
setting aside reserves out of 
current income, so it is prudent 
for you to anticipate the tax on 
your 1941 income by setting 
aside a reserve out of that 
year’s income. And _ because 
this tax is certain to be much 
higher than that of previous 
years, it is imperative that pro- 
visions for its payment be made 
in advance. 

“To simplify such a procedure 
for you, the American National 
Bank has developed an Income 
Tax Anticipation Plan whereby 
you can accumulate such a fund 
automatically. To participate in 
this plan all you have to do is to 
determine the amount you 
would like to set aside out of 
each month’s income for your 
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tax reserve fund. Then send or 
pring the first such amount to 
the American National Bank 
and it will be deposited to your 
credit in a Tax Anticipation 
Account in the bank’s savings 
Department.” 

The depositor will have his choice 
of three variations of the plan. 
First, if he has a checking account, 
the bank will, on the first of each 
month, automatically transfer a 
specified amount from the checking 
account to the Tax Anticipation 
Account. Second, the bank will, at 
the depositor’s request, mail him on 
the first of each month a reminder 
statement of the monthly deposit 
that he wishes to make to his tax 
account. Third, the customer may 
maintain the special account just 
like a regular savings account, 
making deposits in any amount on 
any dates that he wishes. In all 
cases, the bank’s “Save by Mail” 
plan may be used if more con- 
venient for the depositor. 

A bulletin explaining the plan in 
detail was distributed to the bank’s 
employees and their co-operation 
was enlisted in pointing out the 
advantages of the plan to the people 
with whom they come in contact. 
Announcement folders were mailed 
also to thousands of non-customers 
in the higher income brackets and 
distributed to offices in the vicinity 
of the bank. Newspaper advertise- 
ments are used in announcing the 
plan to the public. 


Obey The ‘‘Stop’”’ In 
Stop-Payments 
(Continued from page 305) 


check number 1484, and concluded 
the check presented was not a dupli- 
cate of the one stopped. The check 
was thereupon paid. Plaintiff sued 
the bank. 

On the foregoing facts, the trial 
court, sitting as a jury, found that 
the bank was justified in thinking 
that check number 1485 was not a 
duplicate of 1484; that the payment 
of the check resulted from the plain- 
tiffs negligence in mis-describing 
the check. Judgment for the de- 
fendant, and in affirming same the 
higher court, in part, said: 

“The action of the bank [defend- 
ant] in paying the check has 
already been sufficiently detailed, 
and the question before the court, 
sitting as a jury, was whether the 
bank exercised reasonable care, 
and the court, [trial] found that 
under the circumstances of the case, 
it did. This being a question of fact, 
we are not permitted to disturb the 
finding of the court unless it was 
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manifestly against the weight of 


the evidence. We do not so find. 
* * * Judgment affirmed.” (23 N. E. 
2d 638) 


Conclusion 


From the foregoing, it is obvious 
that the question of the sufficiency 
of a stop payment order to bind a 
bank cannot be covered by ahy 
hard and fast rule. The facts of each 
case, and of course any pertinent 
statute on the subject, must needs 
be taken into account. However, 
the right of a drawer of a check 
to stop payment by timely notice 














































































can hardly be questioned, such 
orders may well be handled with 
great care by a bank. Where there 
is doubt, an assumption of suffi- 
ciency would seem in order, at least 
until the doubt could-be cleared up 
by communication with the drawer 
or otherwise. In other words, a rule 
of “Obey the stop in stop payment 
orders,” would seem a _ prudent 
policy for banks to follow. 


We Ignore Collateral Value 


The loan officer of a Springfield, 
Mass., bank recently remarked to 


INVESTMENT DOLLARS 
to Agricultural Needs 


_ AMOUNTS of money gravitate to the cities for investment. Out in the 
country thousands of farmers and their cooperative organizations need 


money to finance their current operations in much the same way as business and 
industry. The Federal intermediate credit banks obtain the money in the cities 
on terms suitable to investors and make it available to farmers through lending 
institutions—commercial banks, agricultural credit corporations, livestock loan 
companies, banks for cooperatives, production credit associations. The intermedi- 
ate credit banks obtain these funds from the sale of consolidated debentures. 


These debentures, in maturities not exceeding 6 months, are acceptable by 
Federal reserve banks as collateral security for 15 day loans to member banks. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


SPRINGFIELD, MASS. 
BALTIMORE, MD. 


COLU MBIA, S. C. ST. LOUIS, MO. 


LOUISVILLE, KY. 
NEW ORLEANS, LA. 


ST. PAUL, MINN. 
OMAHA, NEB. 
WICHITA, KAN. 


HOUSTON, TEX. 
BERKELEY, CAL. 
SPOKANE, WASH. 


Further information regarding the Debentures may bé obtained from 


CHARLES R. DUNN, Fiscal Agent 


31 Nassau Street, New York, N. Y. 


325 





the editor, ‘We ignore the so-called 
collateral value of equipment when 
we make loans with conditional 
sales contracts. 


“We do this in order to make sure 
that we are lending to the right 
man. Then we take the equipment 
as an additional protection. It really 
serves as an insurance against un- 
foreseen happenings. 

“If our borrower is one who we 
believe can and will pay his note 
as agreed, we make the loan. Then, 
if a fire should destroy his property, 
or illness should prevent his work, 
or if he should die and the estate 
could not take care of the loan 
promptly, we have a means of mak- 
ing collection without court action 
and without delay. 


“But after all, the basis for good 
bank loans is the ability and will- 
ingness of the borrower to pay as 
agreed.” 


Who Is Responsible For 
Public Relations Contacts 


(Continued from page 307) 


gram, but the difference between 
slapping a passbook on the counter 
in returning it to the customer or 
handing it to him with a pleasant 
expression and a cordial “thank 
you” is the difference between a 
poor public relations job, and a 
good one. 

I honestly don’t believe that this 
public relations work can be divided 
between officers and employees as 
to who will do the major part. I 
might say, that without the whole- 
hearted co-operation of every em- 
ployee in the bank, the public 
relations effort on the part of the 
officials would be just a lot of waste 
motion. The responsibility for bring- 
ing about better public relations 
rests primarily with the officers 
in a bank, but the accomplishment 
of this purpose involves a united 
effort.—Ray A. ILc, Vice President, 
National Shawmut Bank of Boston, 
Boston, Mass. 


Extra Officers 


One Tennessee bank employs 
nine officers, whereas other banks 
of the same size have only from 
three to six. These extra officers 
spend a great deal of their time 
calling on farmers and businessmen 
and keeping in close touch with 
their customers’ activities. Does it 
pay? Well, the bank earned 16% on 
its stock last year. 
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Farmers Notes Bought 
From Implement Manufacturers 


This banker has been able to get additional loans by 
talking with the road representatives of farm machin- 
ery manufacturers whose dealers sell in his territory, 


By W. L. STEVENSON 


Cashier, Central National Bank, Enid, Oklahoma 


E HAVE purchased tractor 
W and combine paper from local 

dealers for over 15 years and 
our net losses of this class of invest- 
ment has been practically nil. 

It has been our policy to buy this 
paper direct from the local dealers 
as well as from the machinery 
companies. Our largest volume 
comes from the dealers in our ter- 
ritory. It has, also, been our policy 
to consider first the security on the 
note. In other words, we are famil- 
iar with the values of almost every 
type of tractor and combine and in 
many cases buy notes strictly on 
the security basis. 

In buying notes from the ma- 
chinery manufacturers, it is, of 
course, essential that we understand 
the value of the collateral. 

We know that the implement 


This Note-buying 
Experience in Six 
Sentences 


1. Practically no losses during 
15 years of buying notes from 
local farm equipment dealers. 


2. Other notes are purchased 
from the farm equipment manu- 
facturers. 


3. By knowing the prices at 
which farm machines can be 
sold, loans can be made entirely 
on the basis of the collateral. 


4. All notes retain title to the 
equipment until the last payment 
is made. 


5. Most notes are so well pro- 
tected by the collateral that they 
are purchased without recourse. 


6. A lower discount is taken 
when the dealer endorses the 


paper. 


companies have carefully investi- 
gated the farmers. They supply 
us with a title-retaining note, and 
our close co-operation with them 
enables us to have the equipment 
reconditioned and resold if a re- 
possession becomes necessary. How- 
ever, this seldom occurs. 

Years ago, the dealers did not 
make use of the local bank as much 
as they do now, and there are still 
some territories in which the notes 
are sent to the implement manufac- 
turers. 

We think it is a good idea to have 
all of the properly protected loans 
we can get on which there will 
not be too much woik in case of 
a default. 

It is our experience that these 
notes we buy from the implement 
companies are properly protected. 

When we first got into the busi- 
ness, it was necessary that we tele- 
phone country banks over the 
territory to find out about the 
makers of the notes, but we have 
been at it so long now that we can 
almost tell from the neighborhood 
from which it comes whether or not 
it will be a desirable note. 

We buy some of this paper with- 
out recourse and some of it we buy 
with the dealer’s guarantee. When 
the dealer guarantees the paper, 
our discounts are not as much as 
when we buy without recourse. 

We are living in a territory where 
we have a cash crop. That helps 
with the successful liquidation of 
this type of paper. 


A “Community” Room 


A Florida bank has a large room 
which is used by the directors, but 
which is called the “community” 
room. Employees meet here to listen 
to practical talks by the officers at 
regular intervals. Other institutions 
outside the bank use the room for 
meetings. 
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RAND M°NALLY 


BANKERS DIRECTORY 
COMPILATION STAFF 


Tuis FORCE OF TRAINED STATISTICIANS IS 
AUGMENTED TWOFOLD SEMI-ANNUALLY TO 
QUICKLY COMPILE THE LATEST BANK STATE- 
MENTS FOR EACH EDITION OF THE BLUE BOOK 


.| RAND M°NALLY BANKERS DIRECTORY 


is THE ONLY BANK DIRECTORY THAT 
BREAKS DOWN BANK STATEMENTS... FOR 
YOUR QUICK ANALYSIS AND COMPARISON 
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Lobby Display Helps Dealers 


This bank devotes part of its lobby space to dis- 
plays arranged by local dealers, thereby pleasing 
both the dealers and the bank’s other customers. 


By A. W. JOHNSON 


President, The National Bank of Lewistown, 
Lewistown, Montana 


VER a period of years, we have 

definitely tried to increase our 

co-operation with al] local business- 
men and farmers. 

We have discovered that there 
are some things which the bank 
can do which are of benefit both 
to the dealer and to his farmer 
customers. This is illustrated by 
the results of a display of livestock 
feeds which we recently placed in 
our lobby in co-operation with the 
Farmers’ Elevator. 

Our customers were interested 
in seeing this display. Many of 
them did not know about these 
special feeds which are available 
for those who raise chickens and 
livestock of all kinds. 

The dealer was also pleased be- 
cause it gave him an opportunity to 
display his goods to more people. 
Most everyone has occasion to come 
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into a bank, but not all have occa- 
sion to go to a feed store or elevator. 

While we do not know just how 
many bags of feed, or how many 
brooders or chicks this dealer may 
have sold, we do know from his 
comments and from the comments 
of those who have bought from him 
that this co-operation was appre- 
ciated all around. 

We have used this same space in 
co-operation with many other deal- 
ers. One of our dealers in farm 
equipment was able to get a rub- 
ber-tired tractor into the lobby, 
and it attracted a great deal of at- 
tention and helped the dealer to 
find some new customers. 

Our automobile dealers have 
measured the front door of our 
bank many times in the hope that 
they might be able to get an auto- 
mobile inside, but our doors are 


not wide enough. However, eve, 
these dealers appreciate our will. 
ingness to make such a display, ang 
realize that the bank is intereste 
in the success of every one of its 
customers. 

We have had more than 15 types 
of displays in our lobby in recent 
months. The feed display was prob- 
ably one of the most effective. 

These displays have included one 
from our local refinery, from three 
nationally-known service stations 
from two insurance men, from three 
appliance houses, three implement 
houses, and two automobile acces. 
sory dealers. 

We believe that this co-operation 
not only cements the friendship 
of those who make use of our space, 
but it also demonstrates to ou 
customers the type of people who 
do business with us. 


These Bankers Really Do Some 
Speaking 


A recent house organ of the Bank 
of America of San Francisco, has a 
long column recording the speeches 
made by various officers of the bank 
on an interesting variety of sub- 
jects. This would indicate that the 
bank finds it profitable to send its 
officers to various organizations to 
share their experiences with the 
bank’s customers and to maintain 
and create good will. 

The subjects recorded in this one 
issue are as follows: 

“Local And National Banking 
Problems.” 

“Wills And The Use Of Deeds.” 

“The Employment Requirements 
In The Commercial Field.’ 

“Modern Banking And Public 
Relations.” 

“Banking Is A Business.” 

“The Current World Crisis.” 

“Information Please.” 

“Operations Of Banking.” 

“A New Deal For The Pay En- 
velope.” 

“How To Prepare For A Business 
Career.” 

“Building Good Will For The 
Bank.” 

“Has Banking Met 
Conditions?” 

“FHA Title II Loans.” 

“Business Standards.” 

“Foreign Exchange.” 

“Old Mexico.” 

“Our Foreign Trade.” 

“Federal Housing In 
porated Areas.” 

“A Modern Bank As An Emp0 
rium Of Finance.” 

. “Banking As A Career.” 
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“Bring Business To San Fran- 
cisco.” 

“Effects Of The European War 
Upon The Foreign Trade Of South- 
ern California.” 

“Recent Changes In International 
Affairs And Their Effect Upon 
Banking.” 

“How We Meet The Public.” 

“The Financial Status Of Cali- 
fornia Agriculture.” 

“Federal Housing Administra- 
tion.” 

“Office Organization In Regard 
To Development Of Forms, Supplies 
And Efficient Handling Of Office 
Procedures.” 

“Requirements For Entrance Into 
Banking.” 

“Service Charges.” 

“Optimism Today.” 

“Effect Of Wills On The World’s 
History.” 

These speeches were given before 
such organizations as Lions Clubs, 
County Bank Officers Associations, 
high schools, Kiwanis Clubs, radio 
stations, Rotary Clubs, California 
Bankers Association, staff members 
of the bank, high school class in 
economics, San Francisco Junior 
College, local promotion clubs, local 
business college, public school 
teachers, Agricultural Economic 
Conference, Boy Scouts of America, 
university graduating class, Opti- 
mists Club. 


& 
Consumer Loans Increase 
Savings Accounts 


That consumer loans and savings 
accounts are definitely tied up with 
each other is indicated by the ex- 
perience of the Bank of America 
National Trust and Savings Asso- 
ciation of San Francisco. 

In the year, 1936, a consumer 
purchase plan known as Timeplan 
was inaugurated and 80% of the 
advertising appropriation of the 
bank was devoted to the develop- 
ment of installment loan business. 

Not one advertisement was run 
during that year to develop savings 
accounts. Yet, that year showed the 
greatest increase in savings deposits 
in the history of the bank. 

Since that time, the savings have 
increased as the Timeplan loans 
have increased. 

The tellers who receive payments 
on the loans are trained to suggest 
Savings when the loan is finally 
paid, or at the time of the next to 
the last payment. 

_ Also, the bank has developed this 
idea that if a borrower wants only 
$50, the bank suggests that he bor- 
row $100. If the loan payments are 
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THE GREATEST NEED 
In YOUR Community! 


N PRACTICALLY every farm community of America, disease and 
parasites rob livestock and poultry owners of thousands upon 


thousands of dollars. 


Overcrowded brooders and laying houses impose another costly 
toll. Poor breeding and unsound management are also un-plugged 
leaks, draining money from the community. 


And unbalanced, inefficient feeding, in too many instances, repre- 
sents a tragic waste of farm grains and roughage, together with the 
more precious man-hours expended in raising them. 


These are losses that should challenge the earnest attention of every 


community-minded banker! 


The most pressing need in your community is for an agency actively 
dedicated to the stoppage of these losses, equipped to make daily 
contact with the feeders of livestock and poultry, and fully informed 


as to methods and to technique. 


Such an agent is the Purina Merchant. His primary mission in your 
town is to plug those leaks! And in thousands of towns throughout the 
U. S. he is the only merchant equipped to do so. 


Trained in our Field Advisory Schools, under the supervision of our 
own farm-experienced Staff, this merchant or his appointed repre- 
sentatives may become expert counsellors in the fields of Good 
Breeding, Careful Sanitation, Sound Management, and Good Feeding. 


In terms of Community Service, the Purina Franchise is the most 
valuable franchise in your town,—to the farmers, to you as the banker, 
and to the man who owns the franchise. 


If you wish to assist in bringing such a franchise to your community, 


simply write to— 


PURINA MILLS—ST. LOUIS, MO. 





all met as agreed, no interest is 
charged on the $50 which remained 
in a savings account from the time 
the loan was first made. In other 
words, the borrower received only 
$50 to use, and $50 credit in a sav- 
ings account. 

This has trained a great many 
people to save who have not used 
that plan of getting ahead before. 

It is now reported that Bank of 
America has 68.4% of all of the 
consumer credit business in Cali- 
fornia banks. This bank, of course, 
has 495 branches with which it 
covers the state pretty well. 


Surplus Checks Used 


An Ohio banker found 12 differ- 
ent kinds of check books in his 
supply room, several of which were 
not used although there were a 
great quantity on hand. He placed 
samples of these in a frame in the 
lobby, and customers soon began to 
ask for them, with the result that 
the surplus was soon put into use. 


Not only the cashier, but the 
members of the operating staff, can 
benefit the bank by visiting the 
workrooms of other institutions. 
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Equipment And Supply Ideas 


JOTTINGS FROM THE BANKERS SECRETARY'S NOTEBOOK 


USE the coupon below —it’s easier than a letter—to get 
Miss Manning's specialized help on any purchasing problem. 


1 Accounting Machines 

2 Accrual Accounting and Audit 
Control 

3 Adding Machines 

4 Adding Machine Rolls and 
Paper 


5 Addressing Machines 
6 Addressing Machine Pilates, 
Stencils, etc. 
7 Adhesives 
8 Advertising Specialties 
9 Air Conditioning Equipment 
10 Alarms, Bank Vault 
11 Architects and Builders 
12 Autographic Registers 
13 Bandit Resisting Enclosures 
and Alarm Systems 
14 Bandit Resisting Enclosures 
15 Bank Building Fixtures 
16 Bank Directories 
17 Bankers’ Note Cases 
18 Banking by Mall Envelopes 
19 Banking Textbooks 
20 Binders, Bookkeeping and 
Ledger 


21 Binders, Check 

22 Binders, Storage 

23 Blotters, Advertising 

24 Bookkeeping Equipment 

25 Brief Covers 

26 Bronze and Brass Signs 

27 Burglar Alarms 

28 Cabinets, Steel 

29 Calculating Machine Desks 

30 Calculating Machines 

31 Calendars 

32 Carbonized Checks and Forms 

33 Carbon Paper and Inked Rib- 
bons 

34 Central Files 

35 Chairs, Adjustable, Automatic 

36 Chairs, Posture 

37 Chair Pads and Cushiens 

38 Changeable Signs 

38 Check Book Covers 

40 Check Cancelling Perforators 

41 Check Certifiers 

42 Check Endorsers 

43 Check Files 

44 Check Protectors 

45 Checks 

46 Check Signers 

47 Check Sorting Trays 

48 Check Sorters 

49 Christmas Savings 

50 Clips, Paper 

51 Coat and Hat Racks 

52 Coin Bags 

53 Coin Boxes 

54 Coin Cards 

55 Coin Changers 

56 Coin Clocks 

57 Coin Counting Machines 

58 Coin Counting and Packaging 
Machines 


59 Coin Envelopes 

60 Coin Sorting and Counting 
Machines 

61 Coin and Currency Trays 

62 Coin Wrappers 

63 Copyholders 

64 Counter Cash Protectors 

65 Coupon Books 

66 Coupon Envelopes 

67 Currency Boxes 

68 Currency Envelopes 

63 Currency Straps 

70 Daters, Metal and Rubber 

71 Dating Machines and Stamps 

72 Daylight Hold-Up Protective 

ipment 

73 Depositories 

74 Deposit Ticket Files 

75 Desk Fountain Pens 

76 Desk Organizers 

77 Desk and Typewriter Pads 

78 Dictating Machines 

79 Dip Pen Desk Sets 

80 Duplicators 

81 Duplicating Machine Supplies 

82 Electric Signs 

83 Envelopes - 

84 Envelope Sealers 

85 Erasers 

86 Expanding Envelopes 

87 File Boxes 

88 File Fasteners 

89 File Folders 

90 File Signals 

91 Filing Cabinets 

92 Filing Systems 

93 Fire Alarm Systems 

94 Forms 

95 Forms, Continuous 

96 Forms, One-Time-Carbon 

97 Fountain Pens 

98 Furniture 

99 Glass Signs 

100 Globes 

101 Gummed Tape 

102 Index Tabs 

103 Ink 

104 Inks, Duplicating Machine 

105 Ink in Powdered Form 

106 Interest Calculators 

107 Interest Computing Machines 

108 Inter-Office Communicating 
Systems 

109 Lamps, Desk 

110 Lamps, Adding, Posting Ma- 
chine 


111 Lamps, Filing 

112 Lamps, Fluorescent 

113 Lamps, Stenographers 

114 Lamps, Teller and Counter 
115 Letter Trays 

116 Loose Leaf Binders 


117 Machine Bookkeeping Forms 

118 Maps 

119 Mats 

120 Money Orders 

121 Night Depositories 

122 Night Depository Bags 

123 Numbering Machines 

124 Paper 

125 Paper Fasteners 

126 Pass Books 

127 Pay Roll Envelopes 

128 Pencil Sharpeners 

129 Pencils 

130 Pencils, Mechanical 

131 Pen Points, Steel 

132 Personal Lean Systems 

133 Photographic Bank Systems 

134 Pins, Bank 

135 Portfolios and Brief Cases 

136 Proef Machines 

137 Public Relations Advertising 

138 Punches, Paper 

139 Registered Mail Envelopes 

140 Rubber Bands 

141 Rubber Stamps 

142 Safes, Fire and Burglar Proof 

143 Safe Deposit Boxes 

144 Safety Paper 

145 Savings Banks, Home and | 
Pock 


et 
146 Savings Clubs / 
147 School Savings Systems { 
148 Sealing Wax 
149 Seals 
150 Seals, Coin Bag 
151 Seals, Corporation, Notary, etc. 
152 Shelving, Steel 
153 Stamp Pads 
154 Stapling Machines and Staples 
155 Steno Note Books 
156 Steno Note Book Holders 
157 Stools, Adjustable Automatic 
158 Storage Files 
159 Supplies, Bank and Office 
160 Tear Gas 
161 Telephone Indexes 
162 Time and Delayed Time Locks 
163 Time Stamps 
164 Travelers Checks 
165 Type Cleaners 
166 Typewriters 
167 Typewriter Stands 
168 Vaults 
169 Vault Equipment 
170 Vault Ventilators 
171 Venetian Blinds 
172 Visible Records 
173 Wardrobe Equipment 
174 Waste Baskets 
175 Watchman Reporting System 
176 Window and Lobby Displays 


OEIOr— PASTE THIS COUPON ON A PENNY POSTCARD =O EIO 


THE BANKERS SECRETARY, 
Rand M°Nally & Co., 536 So. Clark St., Chicago, Ill. 


Please have sent us buying information on 


Light Weight Portfolios 


Do you have—lying around the 
bank—a few blue prints, some town- 
ship or section maps, a bunch of 
graph charts on which you plot 
loans and deposits and such, the 
bank’s charter, perhaps, and maybe 
an architect’s sketch of that new 
entrance you’re dreaming about? In 
other words, there are probably 
quite a number of miscellaneous 
items of that sort, tucked up on 
closet shelves and shoved back of 
file cabinets and otherwise pushed 
out of the way—in out-of-the-way 
places where they gather dust and 
deteriorate and usually can’t be 
found when they’re wanted in a 
hurry. They’re much too big for any 
ordinary filing methods—and there 
aren’t enough of them to warrant 
buying a special cabinet or case. 


If this is the situation in your 
bank (and yours is a very unusual 
bank, if it isn’t) then you'll want 
to know about the Fly-Wayt Port- 
folios, manufactured by J. F. Friedel 
Co., of Syracuse, N. Y. 

Made of strong corrugated board, 
they weigh only a fraction as much 
as ordinary portfolios or carrying 
cases. They are available in six stock 
sizes, from 14 x 10 up to a mam- 
moth one 31 x 23. (The two larger 
sizes I particularly had in mind 
when I wrote the first paragraph, 
above.) They are finished in either 
durable black cloth or in an attrac- 
tive lacquered tweed of tan and 
brown, as illustrated here. All sizes 
fasten with two brass turn-buttons 
and the largest size has a strong 
carrying handle. 

Speaking of strength, an artist 
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Testing... 


The Bankers Secretary Department doesn’t presume to be a "Good House- 
keeping Testing Kitchen” for bankers. You won't find our “Seal of Approval” 
on any manufacturer's merchandise. But we do try to keep up an intelligent 
acquaintance with any product that can be helpful in your work. And that 
frequently requires that we try ‘em out. 

For example, one banker recently wrote us about a peculiar stapling prob- 
lem—one that had never come to our attention before. So we called up Horders, 
Inc., and they sent over a dozen different stapling machines. We had a regular 
field day. fastening scraps of paper together! But we discovered one machine 
which could handle the particular job in question. 

It isn't feasible to do something like that in every instance, naturally—and 
we can’t guarantee to find the solution every time. But you may be sure we'll 


do our best. 


Sincerely, 


— 
Wane 


friend of mine uses one of these 
portfolios to carry drawings to 
clients and aside from a crumpled 
corner, where he sat down on it 
abruptly one icy morning in March, 
it doesn’t show the least sign of 
almost daily use. 

Of course, no banker would be so 
undignified as to do a sit-down on 
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sual his portfolio in the middle of the exact position desired over the torn 
ate street, so yours should practically place. Then you pick up the Patch 
’ort- last forever! Welder, which is a little thermo- 
iedel P. S. You can buy the Fly-Wayt statically controlled “flatiron” 
direct from the manufacturer—and 
ard, they are surprisingly low in price. 
nuch 
‘ying Vanishing Patch 
stock 
nam- Every bank has in its possession 
arger a great many important papers— 
mind mortgages, valuable records, court 
raph, documents, reports, charts, corre- 
ither spondence, and so on, not to men- 
trac- tion books—which receive a great 
and deal of handling. Inevitably, every 
sizes so often, one of them gets torn or 
ittons “parts company” where it has been 
trong folded too many times. 
A new and apparently a perfect 
artist tfemedy for such damage is the 
THLY July, 1941 


Vanishing Patch, recently developed 
by Seal, Incorporated, of Shelton, 
Conn. Unlike the usual gummed or 
adhesive tissues, this material is a 
completely dry film, without the 
least stickiness—nor does it require 
any moistening to make it adhere. 
You can, therefore, slide it around 
with one finger until it is in the 
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cials with — 
years of service in this field, 
assuring a knowledge of re- 
quirements and valuable as- 
sistance. 
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‘STE: &<tRONG 
Coin Wrappers, Kill Straps, Coin Bags, 


Lead Seals, Coin Trays. 
Write for complete catalog. 


THE C. L. DOWNEY COMPANY 
941-943 CLARK STREET 
CINCINNATI, OHIO. 
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from modernization worries! 
Now is the time to call in... 


BANK BUILDING & EQUIPMENT CORP, 


OF AMERICA 


ST. LOUIS - CHICAGO - CLEVELAND - DALLAS 














gadget that plugs into an ordinary 
110 volt wall socket, and ‘‘weld” 
the Vanishing Patch to the paper 
with an ironing motion. 


The torn place becomes the 
strongest spot in the entire sheet 
and, since the film is absolutely 
transparent and will not discolor, 
deteriorate, or wrinkle with age, 
readibility is 100%. In fact, any 
writing or printing under the patch 
will stay legible longer than the 
rest of the sheet, for it is thence- 
forth permanently protected from 
air and dust. (This is such an im- 
portant feature that many libraries, 
schools, and business organizations 
are purchasing the film in large 
sheet sizes (up to 154% x 20 inches) 
for covering valuable documents 
and records. 

A complete Vanishing Patch Kit 
contains the thermostatically con- 
trolled Patch Welder, a felt rub- 
bing pad (for “setting” the film 
after welding), and 250 strips of the 
film, 1” x 11” each. Refill packages, 
containing the same number of film 
strips, may be subsequently pur- 
chased, as desired. 

The manufacturer will be glad to 
send you actual samples of the film, 
for testing, together with more com- 
plete information. 


THE STEEL STORAGE 
FILE COMPANY 


a, 


The removal of its 
General Offices and 
Plant from Cleveland, 


Ohio to 
WOOSTER, OHIO— 


where we have erect- 
ed and equipped a 
Spacious New Modern 
Plant to adequately 
meet the increasing 
demand for 
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STEEL STORAGE FILES 
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Pencil-Pointed Pen 


Many bank forms require 
two, three, or even more 
copies—and at the same 

| time the original should be 
| in ink. But did you ever try 
| to get legible carbon copies 
with an ordinary fountain 
— pen? It just can’t be done. 
The perfect answer to this 
problem is the Inkograph 
pen, manufactured by Ink- 
ograph Co., Inc., 200 Hud- 
son St., New York City. In- 
stead of the usual split-nib 
pen point, contact with the 
paper is made by a 14 kt. 
solid gold stylus point. No 
amount of pressure will 
spread, bend, or distort this 
point. Consequently, it gives 
as many clear carbon copies 
as you can get with the 
hardest lead pencil. 

In addition, the Inkograph rules 
lines rapidly without blotting and 
will write on any kind of paper 
without catching, sputtering, or 
blurring. And you can let someone 
else use it, without fear that they 
will “spoil the point”’. 

In workmanship, the Inkograph 
is the equal of any standard seven 
to ten dollar fountain pen, and with 
ordinary care, the manufacturer 
asserts, will give years of service 
and satisfaction. Several models 
have a transparent gauge section, 
which actually shows you when the 
ink supply is getting low. The pen 
is available in black and five dif- 
ferent color combinations. 


Streamlined Wastebasket 


We have become so accustomed 
to thinking of wastebaskets from a 
purely utilitarian point of view, it 
is a pleasant surprise to find that 
someone has given some attention 
to their physical appearance. 

The Macey Company, of Grand 
Rapids, has such a new wastebasket, 
with rounded corners and a stream- 
lined design that harmonizes per- 
fectly with all modern round- 
corner desks—and available in a 
number of finishes to match your 
office furniture. 

Utility has not been neglected for 
the sake of appearance, however. 
The top is completely encircled by a 
solid 14-inch thick rubber belt. This 
belt or cushion really protects fur- 
niture—whether the corners of the 
basket strike against the furniture, 
or legs of a chair bump into the 
basket. 

Equally important are the round 
solid rubber feet, which keep the 
basket from skittering around the 


floor if accidentally bumped, and 
give positive assurance that floors 
and floor coverings, as well as fur- 
niture will be protected from 
scratches and disfiguring marks. 

This wastebasket is available in 
two models—one square with flar- 
ing sides, as illustrated; and the 
other oblong, 123%, x 7%, with 
straight sides. Both styles are 15 
inches high—plenty of capacity for 
executive use. 


Air Dryer 


Are “wet” air and damp walls 
problems in your bank? Do your 
safety deposit customers think 
they’re visiting a mushroom cellar 
everytime they come in to clip a 
coupon? How long will your valu- 
able records keep in a storage vault 
where the air is always heavy and 
humid 

Pardon me for sounding as alarm- 
ist as an old-time insurance sales- 
man, but there is dollars-and-cents 
sense in making sure that air is 
moisture-free in bank vaults, stor- 
age rooms, and basement rest rooms. 
For warm, humid air (particularly 
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in enclosed places) promotes bac- 
terial growth, mold and mildew 
flourish, and employee-health suf- 
fers. Important papers absorb mois- 
ture from the air and become 
pulpy. 

To end all this, the Solvay Sales 
corp., 40 Rector St., New York City, 
offers the Air-Dryette, Jr. This is a 
triple-basket arrangement, mounted 
over a drip pan and containing cal- 
cium chloride. This flaky chemical, 
which is odorless and harmless, 
literally sucks the moisture out of 
the air. As the calcium chloride 
becomes saturated, it liquifies and 
drips into the pan below, which may 
be emptied at periodic intervals. 
One filling of the Air-Dryette (ap- 
proximately 10 pounds) will absorb 
up to three times its weight of 
water. 

The unit is very inexpensive and 
the calcium chloride used to fill it 
costs only two or three cents a 
pound. Under average conditions 
one or two bags of calcium chloride 
will service a unit for a season— 
with one unit recommended for 
each 800 to 1,000 cubic feet, depend- 
ing on temperature and humidity 
conditions. 

Certainly this would seem like 
cheap insurance against obliterated 
records, rusted equipment, or em- 
ployee sickness. 


New England Indian Events 


If you are interested in Indian 
lore, you will be fascinated by the 
second volume depicting Indian 
events of New England and com- 
piled by Allan Forbes, president of 
the State Street Trust Company, 
Boston, Mass. 


It is easy to see that Mr. Forbes 
must have derived a great deal of 
pleasure from the compilation of 
these interesting stories and pic- 
tures, but it is also easy to recog- 
nize that he has made a most pro- 
found contribution to the early 
historical development of our At- 
lantic coast. 


The many illustrations in the 
book are obtained from authentic 
sources, and are not merely decor- 
ative but informative. Many of them 
are made from the collection of the 
State Street Trust Company, which 
includes paintings, drawings, photo- 
graphs, and models. 

It is difficult to adequately con- 
vey a clear idea of the fascination 
of this volume by merely quoting 
its table of contents. However, that 
will give enough information to 
enable readers to understand what 
the book covers. 
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Visit Us 
This Summer 


|} ewe the vacation season, many 


of our banking friends will. doubt- 


less be passing through or near St. Louis, 


for our central location makes this city 


unusually convenient. 


Why not make it a point to visit in St 


Louis this summer . 


..see the Lindbergh 


Trophies, the splendid Zoo, the world 


famous outdoor Municipal Opera. And, 


of course, you'll find a most cordial 


welcome awaiting you at Mercantile- 


Commerce. We hope you'll drop in and 


repay the calls of our representatives 


who have seen you during the past year. 


MERCANTILE-COMMERCE 


Bank and Trust Company 
SAINT LOUIS 


MEMBER FEDERAL DEPOSIT 


The events indicated in the con- 
tents are as follows: 

Governor Winthrop and His In- 
dian Visitors 

Nantucket and the Indian 

The Indian at the Vineyard 

Indian Games 

Journey Cake—Jonny-Cake 

Queen Awashonks 

King Philip and the Taunton 
Treaty 

Natick and Nonantum 

Indians Interned on Deer Island 

Harvard and the Indian 

Hannah Dustin of Haverhill 

Indian Reminders in Rhode Island 


INSURANCE CORPORATION 


and Connecticut. 

A copy of this interesting publi- 
cation may be had by addressing 
the State Street Trust Company, 
Boston. 


Cattleman Director 


A Florida bank benefits greatly 
by having on its board a man who 
has statewide cattle interests. In 
this way, its board is constantly 
kept informed as to conditions 
throughout the state and as to op- 
portunities for loans in its wide 
territory. 
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Fifty Years Ago In 


Volume 8 


The Movement Of Gold 


Lately, a New York paper had a 
formal statement in its financial 
columns that a proposition was to 
be made to the secretary of the 
treasury to stop the further “im- 
portation” of gold! The same paper 
made another wild drive for finan- 
cial fame by indorsing a dishonest 
proposal for the United States Gov- 
ernment to prohibit the exportation 
of gold, except in the shape of worn 
and defaced light-weight coins! 
Moral sentiment may be low to 
some extent, and in some quarters 


it seems to be, but there are several. 


bankers in this country who never 
failed dishonestly, who will spurn 
such dishonorable suggestions and 
the men who made them—if they 
did. 

JULY, 1891 


The Hopeful Secretary Of The Treasury 


The United States Treasury must 
be the veritable focus of informa- 
tion as to all the material interests 
of this great country, financial and 
banking ‘especially, and the tone is 
to be expected naturally to be re- 
flected by the chief. It is a comfort, 
or should be, to know that our new 
secretary is in a most hopeful state 
of mind over all the country’s in- 
terest, and is not afraid of the 
$50,000,000 of 4% per cent bonds 
due in September, nor of the great 
crop draw expected, and he is con- 
fident of our internal trade going on 
and increasing as heretofore; and 
he should know if anyone does. 


JULY, 1891 


Control Of Municipal Funds 


The serious question of municipal 
deposits, almost as important as 
that of the present currency muddle 
and its dangerous present drift, will 
need to be met before long. It can 
not be left open to all its trouble, 
loss to individuals, scandal to banks 
and bankers, and the corrupt mix- 
ing up of banks and bank officers, 
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mostly unintentionally by these, 
with the lowest, and often with 
corrupt political hacks. The finan- 
cial officer of a corporation should 
be permanent. The state, county, 
city, and town should designate the 
depository bank or banks, and such 
a system of checks should be sub- 
stituted as that defalcation should 
be impossible. The signatures of 
several officials to the checks drawn 
on the depositing bank or banks 
should be written on the checks as 
evidence that the warrants have 
been duly issued, and that the check 
is for the proper purpose and the 
right amount. A treasurer may go 
back on his bondsmen even, and 
some have done so, and put them 
to loss, and often ruin, as the money 
at risk and under control of a 
treasurer is sO great nowadays. If 
arranged as above, there could not 
be any defalcations, and the failure 
of a bank would fall on the right 
parties. 


JULY, 1891 
The Question Of The Currency 


The efforts to steady an extensive 
public opinion in favor of free 
coinage of silver goes on, and no 
doubt Congress will have the de- 
mand for it renewed at next session. 
If legislation in this matter were 
left to the natural equipoise of party 
lines, as heretofore, on the eve of a 
presidential election neither side 
would be likely to debate or disturb 
the present very liberal law, by 
which a home market in the United 
States Treasury is made for nearly 
$5,000,000 of silver, coin value, a 
month, on the top of some $500,- 
000,000 silver in the country al- 
ready; but the silver delegation in 
the House has a policy separate 
from parties, and by throwing their 
votes to either side of any question 
before the House, can make legisla- 
tion bend to their demands, and 
they may use their power, and not 
defer the use of it beyond the criti- 
cal year. It remains, therefore, to 


be seen if the bimetallists of both 
the old great parties will combine 
against free coinage so as to take it 
out of politics for 1892. 

The senate is also counted on by 
the free coinage advocates to aid 
the measure, and both Houses to 
vote it through after a veto. The 
situation is interesting in the high- 
est degree from whatever side it is 
viewed, and weighty financial con- 
sequences depend. It is likely that 
an inflow of gold will have been 
established before Congress meets, 
if speculators do not combine to 
keep up the prices of exportable 
products, and this inflow of gold 
will help the free coinage advocates 
in Congress for the time. 


JULY, 1891 


The Government Statements 


The public debt showed, through 
the interest item, an increase of 
$488,003 for the month. It is not 
likely that the not over-plenty 
funds in the Treasury will be re- 
duced any further for the mere 
purpose of reducing the debt; and 
the unknown draw on the banks 
in the future may be very great. 
This is a good and sufficient reason 
why Secretary Foster should keep 
as strong as possible in cash for a 
time. By such a course, confidence 
is kept steady and business is freed 
from timidity that grows with a 
lessening balance. The extension of 
the $50,869,200 of 4% per cent 
bonds at the low rate of 2 per cent 
is an assured fact. The Secretary 
may not feel it necessary to carry 
them all over, but we think he 
should. Money is worth a good deal 
more than 2 per cent per annum, 
and if there should be a few mil- 
lions over in the Treasury in De- 
cember, when Congress meets, it 
can easily be included in the credit 
side of the estimates. 


Airplane Models Please 
Bank Customers 


The young people of Highland, 
Illinois, were invited to make air- 
plane models from kits supplied 
by the Farmers and Merchants 
Bank, and to compete in an exhibi- 
tion of models. The response to the 
bank’s offer was tremendous and 
most pleasing. Two well-known 
aviators were secured to judge the 
models, and prizes were awarded 
to those contestants who did the 
best work. 


Noise causes errors. 
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Problems Of The Insurance Buyer 


Insurance Series No. 36. Published 
by the American Management As- 
sociation, 330 W. 42nd St., New 
York, N. Y., Paper bound, 63 pages, 
price $1.25. 


This is a paper covered book 
prepared by four authors, J. W. 
Myers, Standard Oil Co. of 
New Jersey; Kenneth C. Bell, The 
Chase National Bank; William J. 
Graham, The Equitable Life Insur- 
ance Society; and Reginald Flem- 
ing of the Commonwealth and 
Southern Corp. ‘ 

The importance of insurance in 
the activities of all banks makes 
this an interesting pamphlet for 
study. 


Under that title, the Fort Worth 
National Banker, an employee house 
organ of the Ft. Worth National 
Bank, Ft. Worth, Tex., emphasizes 
the importance of public relations 
activities with the interesting dis- 
cussion which follows: 

“Shrewd P. T. Barnum used 
words deliberately to confuse the 
public to his own profit. Over an 
exit, he posted a huge sign, ‘This 
Way to the Egress’ and speedily 
emptied a tent of a dawdling over- 
flow sideshow crowd. 

“Bankers on the other hand, often 
quite unconsciously use a financial 
lingo which is unintelligible to the 
general public. Al Smith has stated 
that he found that most people did 
not understand the meaning of ‘col- 
lateral’. 

“There is danger for the banker, 
too, in what is left unsaid in over- 
hasty explanations of banking rules 
or principles. Half-truths may leave 
a distorted picture in a customer’s 
mind. It is best to take time to give 
an adequate answer which will send 
him away satisfied and enlightened. 

“Bankers cannot have too many 
friends. The course of banking in 
the next few years will be deter- 
mined largely by legislation, favor- 
able or unfavorable. Whether it will 
be the one or the other will depend 
upon the number of our friends. 
And it must be remembered that 
‘friends are people who understand 
us.’ Our important and never-end- 
ing job is to see that they do under- 
stand us and the simple fundamen- 
tals of banking operations. 

“You may not think this applies 
Specifically to you, especially if 
your work chances to keep you 
largely ‘behind the scenes’ in the 
bank. However, there are many 
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Wanted .... 131,600,000 Friends 


BUILDING FOR DEFENSE 


The Bell System is putting in about 400 million 


dollars’ worth of new equipment this year... . 


*The busier this country gets with production 


and defense, the more everybody telephones. 


Our #1 job is to do our best to keep pace with 


the needs of the Nation in this emergency. 





























































































BELL TELEPHONE SYSTEM 





@ “The Telephone Hour” is broadcast every Monday. (N. B. C. Red Network, 8 P.M., 
Eastern Daylight Saving Time.) 





opportunities outside of the bank 
which you can use to good advan- 
tage. There are malicious half- 
truths which circulate among your 
intimate friends and acquaintances. 
Suppose, for example, that you 
should hear a criticism of bankers 
for not being willing to lend in all 
cases on the basis of character 
alone. Would you be able to explain 
quickly and clearly the difference 
between willingness to pay and 


ability to pay, and to show why the 
banker must protect himself and his 
depositors from contingencies be- 
yond the borrower’s control? 

“We hear much these days about 
propaganda. Why not a little honest 
propaganda about banks and bank- 
ers—with the facts to document 
them? You have an opportunity in 
this way to be of real service to 
your institution—and incidentally 
to yourself.” 
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BANK BUILDING of the MONTE 


LAKEWOOD STATE BANK, DALLAS, TEXAS 


Here is Bank Design as modern as To- 
morrow! Both inside and out, it represents a 
clear breaking away from “yesterday’s” 
stereotyped conceptions of what a bank 
building ought to look like. The architectural 
style is definitely modern, with the exterior 
executed in stone and glass brick. 


The bricks used on the front (shown above) 
have diffusing centers of “fiber glass”. The 
entire back wall of the building is made of 
glass bricks—the face of each brick cut up 
into tiny prisms that break up light rays and 


BANK BUILDING NEWS 


National Bank of Commerce, Uni- 
versity branch, Seattle, Wash.— 


new building. 


Wheeling, W. Va.—remodeling 
and enlarging, stainless steel fix- 
tures, indirect lighting system. 


scatter them all over the workroom. 


Most unusual feature of the lobby is the 
deep-pile Axminister carpeting which cover; 
the entire floor and gives a “neighborly” 
atmosphere to the room. Another “mos 
unusual feature” is an indirect channel of 
green neon tubing, the length of the lobby 
ceiling—a purely decorative treatment. Ac. 
tual illumination of the room is from fluores. 
cent tubes in recessed covers that shoot 
light down to the desks without “spilling” 
any on the ceiling. 

The ceilings, of course, are acoustically 
treated. Counters are the low friendly type 
and modern simplicity characterizes the wal. 
nut fixtures and furniture. Still another “mos 
unusual” is the series of murals, done by 
two local artists, depicting highlights of 
Dallas’ civic and industrial activity. 

The lobby color scheme is rust and green, 
with leather upholstered furniture to match. 
Walls of the directors’ room are finished with 
natural mahogany, with a rust carpet and 
tan leather upholstery. 

The last and perhaps most revolutionary 
“unusual” feature of this bank is that in 
the lobby is installed an automatic record 
changing phonograph, which plays classical 
and semi-classical records throughout bank. 
ing hours! Sweet shades of “yesterday's” 
bankers—who built banking quarters with 
the air of a monastery and conducted their 
business with the manner of a jail warden! 


Biddeford (Me.) Savings Bank— 
new building. 

Westfield (Mass.) Co-operative 
Bank—fluorescent lighting, acous- 
tical ceilings, tile floors, knotty 
pine paneling, modern fixtures, 
new plumbing, air conditioning. 

First National Bank, Hinton, W. Va. 
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Bank of Warwick, Hilton Village, 
Va.—new building, modern fix- 
tures, architectural bronze and 
glass front, asphalt tile floors, 
fireproof throughout—$16,000. 

Merchants and Planters Bank, Cam- 
den, Ark.—remodeling interior. 

First National Bank, Princeton, Ky. 
—complete remodeling, new en- 
trance, modern walnut fixtures, 
conference room. 

Half Dollar Trust and Savings Bank, 
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Wakefield (Neb.) National Bank— 
remodeling interior, modern coun- 
ters. 

Mercantile National Bank, Dallas, 
Texas—new 30-story building. 
Federal Reserve Bank, New York, 

N. Y.—air conditioning. 

Franklin Savings Bank, New York, 
N. Y.—remodeling interior—$30,- 
000. 

Farmers and Merchants State Bank, 
Lamberton, Minn.—new building. 


—remodeling interior, modern 
counters, acoustical ceiling, sep- 
arate workroom—$20,000. 

First National Bank, Princeton, Ky. 
—remodeling, new entrance, mod- 
ern fixtures, conference room. 

Bank of America, Richmond, Calif. 
—remodeling and_ enlarging, 
modern fixtures, new furniture, 
acoustical ceilings, new ventila- 
ting system, indirect lighting— 
$15,000. 
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Farmers Exchange Bank, Lynch- 
purg, O.—remodeling interior, 
conference room, new lighting 
system, new floor. 

Seattle-First National Bank, Che- 
ney, Wash.—new building—$30,- 
000. 

Bank of McMechen, McMechen, W. 
Va.—-modern counters, fluorescent 
lighting, venetian blinds, marble 
floors. 

Bank of America, Puenta Valley, 
Calif—complete remodeling, new 
front. 

Seattle-First National Bank, Che- 
ney, Wash.—new building—$30,- 
000. 

First National Bank of Frederick, 
Okla.—remodeling interior, acous- 
tical ceiling, fluorescent lights, 
modern counters. 

Union Bank of Michigan, Grand 
Rapids, Mich.—remodeling and 
enlarging, additional air condi- 
tioning —$10,000. 

First National Bank, Carrollton, O. 
new front of terra cotta veneer, 
modern counters, fluorescent 
lighting, rubber tile floors, ven- 
tilating windows, new vault— 
$25,000. 

Farmers National Bank, Erick, 
Okla.—remodeling exterior in 
brick stucco, and tile, new en- 
trance. 

Bank of America, Berkeley, Calif. 
—addition—$15,000. 

Cowlitz Valley Bank, Kelso, Wash. 
—complete remodeling, modern 
counters and lobby fixtures, 
fluorescent lighting, modernistic 
exterior. 

National Bank of Washington, Che- 
halis, Wash. — remodeling and 
enlarging. 

Pikeville (Ky.) National Bank and 
Trust Co.—complete remodeling, 
white limestone exterior, mod- 
ern counters and fixtures, air 
conditioning. 

Worcester County Trust Co., Pearl 
St. office, Worcester, Mass.—new 
building, drive-in window, mod- 
ern fixtures, air conditioning. 
First National Bank, Bassett, Va.— 
new building. 

Bendersville (Pa.) National Bank— 
complete remodeling and enlarg- 
ing, limestone and granite ex- 
terior, steel and plate glass 
windows, bronze entrance, mod- 
ern counters, walnut trim, ter- 
razzo floors, year-round air con- 
ditioning, oil heating system— 
$30,000. 

First National Bank Mertzon, Tex. 
—remodeling interior, rubber tile 
floor, acoustical ceiling, modern 
counters, fluorescent lighting. 
Suring (Wis.) State Bank—addi- 
tion, new vault. 
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Bank of the Manhattan Co., Madi- 
son Ave. branch, New York City 
—additional floor space. 

Union Planters National Bank and 
Trust Co., Crosstown office, Mem- 
phis, Tenn.—drive-in teller win- 
dow. 

First National Bank of Union City, 
N. J.—remodeling new quarters, 
modern fixtures. . 

Union Bank and Trust Co., Mont- 
gomery, Ala—new stone and 
brick building, acoustical walls 
and ceiling, modern mahogany 
fixtures, terrazzo floors. 

Union National Bank, Wichita, Kan. 
—remodeling interior, modern 
counters. 

Bank of Winnfield and Trust Co., 
Winnfield, La.—enlarging and re- 
modeling—$14,000. 

National State Bank, Boulder, Colo. 
complete remodeling. 

First National Bank, Cincinnati, 
Ohio—complete remodeling, new 
stairway, modern fixtures, new 
washroom facilities on each floor 
—$200,000. 

Pikeville (Ky.) National Bank— 
complete remodeling, re-arrang- 
ing lobby, low counters, air con- 
ditioning, white limestone ex- 
terior. 

Panhandle State Bank, Borger, 
Tex.—remodeling interior, mod- 
ern vitrolite counters with glass 
screens, additional executive 
space, glass brick partitions, mod- 
ernistic vitrolite and glass en- 
trance. 

Patrons Co-operative Bank, Olathe, 
Kan.—complete remodeling. 

Merchants and Planters Bank, Cam- 


den, Ark.—remodeling new quar- 

ters, new fixtures. 

Seattle-First National Bank, Yak- 
ima, Wash.—remodeling interior, 
New workroom, modernizing 
heating and air conditioning sys- 
tems. 

Citizens Bank, Warrensburg, Mo.— 
modern low counters. 

State Bank and Trust Co., Collins, 
Miss.—stucco exterior, new en- 
trance. 

Commerce Union Bank, Springfield, 
Tenn.—low marble counters with 
glass and bronze screens, asphalt 
tile floor, new safe deposit vault, 
acoustical ceiling, fluorescent 
lighting. : 

First National Bank, Mt. Vernon, 
Tex.—glass lobby walls and low 
marble counter, glass and alu- 
minum screens, addition at rear. 

State Bank of Perry, Mich.—remod- 
eling and enlarging, new vault, 
low walnut counters with bronze 
grilles. 

Planters Bank and Trust Co., For- 
rest City, Ark.—enlarging lobby, 
new stairs. 

Bank of Crocker, Mo.—new safety 
deposit vault. 

Frankford Trust Co., Philadelphia, 

Pa.—one-story brick and concrete 

addition. 


“Build” Confidence 


Modern design and materials in 
the bank building provide an 
atmosphere of  progressiveness 


which stimulates customers to be 
aggressive in their business. 









GENERAL 


is engaged primarily in facilitating 
wholesale distribution and retail 
sales of the following products 
of General Motors Corporation 
and its world-wide affiliates: 
CADILLAC, BUICK, OLDSMOBILE, 
PONTIAC, CHEVROLETautomobiles; 
FRIGIDAIRE appliances for refrig- 
eration and air conditioning; 
DELCO lighting, power 
and heating equip- 
ment; GMC trucks; 
BEDFORD, VAUX- 
HALL and other 


a | 


MOTORS ACCEPTANCE 






INSTALMENT 
PLAN 


CORPORATION 


foreign made automotive vehicles. 

The business consists of invest- 
ments in self-liquidating credits, 
widely diversified as to region 
and enterprise, capital employed 
being in excess of $80,000,000. 

In obtaining short term accom- 
modation, GMAC issues one stan- 
dard form of note. This obliga- 
tion it offers to banks 
and institutions, in 
convenient maturities 
and denominations at 
current discount rates. 





These NOTES are available, in limited amounts, upon request. 


EXECUTIVE OFFICE NEW YORK - 


BRANCHES IN PRINCIPAL CITIES 
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Doctorate For Williams 


Lewis B. Williams who has been 
chairman of the board of The Na- 
tional City Bank of Cleveland since 
November 1934 had conferred upon 
him June 11th the degree of Doctor 
of Humanities by his alma mater, 
Western Reserve University, where 
he was graduated in 1902. 

After graduation, he immediately 
went into newspaper work and 
among other positions was finan- 
cial editor of the Cleveland Plain 
Dealer in 1903. In that year, he 
entered the investment banking 
business with Hayden, Miller & 
Company of Cleveland of which 
he became a partner in 1908 
and continued as a member of the 
firm until March 15th, 1933, when 
he became chairman of the board 
and Federal Reserve Agent of the 
Federal Reserve Bank of Cleveland. 

He is at present a director of the 
General Electric Company, The Na- 
tional Life Insurance Company of 
Vermont, The Cleveland Twist Drill 
Company, Youngstown Steel Door 
Company, Anchor Hocking Glass 
Corporation, and Industrial Rayon 
Corporation. Convincing evidence 
of his deep interest in education and 
cultural training is the imposing 
list of his school trusteeships: the 
Cleveland Museum of Natural His- 
tory, The Cleveland Museum of Art, 
Western Reserve Academy, West- 
ern Reserve University, Lake Erie 
College, The Cleveland School] of 
Art and the Musical Arts Associa- 
tion. 


Sells Defense Bonds 


R. Otis McClintock, president of 
the First National Bank and Trust 
Co. of Tulsa, Okla., has been named 
by H. C. Jones, collector of the 
Bureau of Internal Revenue, as 
chairman of the bankers and inves- 
tors division of the state advisory 
committee to direct the sale of 
Defense Savings Bonds and Stamps 
in the state of Oklahoma. 


Chicago Auditors Elect 


At the annual meeting of the 
Chicago Bank Auditors Conference, 
held Thursday evening, June 12, at 
the Palmer House, Mr. B. A. Bran- 
nen, Auditor of the Harris Trust & 
Savings bank, was elected presi- 
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dent; R. Ostengaard, comptroller- 
auditor of The Live Stock National 
Bank, vice president; W. E. Harri- 
son, assistant auditor of the City 
National Bank and Trust Company, 
treasurer; and P. Cordes, auditor 
of the Lake Shore Trust and Sav- 
ings Bank, secretary. 

The Chicago Conference is a 
member of the National Association 
of Bank Auditors and Comptrollers, 
who have forty-eight Conferences 
in cities throughout the United 
States. 


Ottley Doctor Of Laws 


The June 10th commencement of 
Southwestern College of Memphis, 
Tenn., John K. Ottley, chairman of 
the board of the First National 
Bank of Atlanta, Ga., was presented 
with the honorary degree of Doctor 
of Laws. 

Mr. Ottley who began his bank- 
ing career with the Boatmen’s Na- 
tional of St. Louis over 53 years 
ago, has been connected with the 
First of Atlanta and one of its pre- 
decessors, the Fourth National, 
since 1919. Bankers in all parts of 
the country who know Mr. Ottley 
as a man as well as a successful 
banker, will heartily endorse this 
new honor which has been accorded 
him. 


Flershem Is Treasurer 


Rudolph B. Flershem, vice presi- 
dent of the Marine Trust Co. of 
Buffalo, New York, has been elected 
treasurer of the Chamber of Com- 
merce of that city for the coming 
year. 


Keegan Heads F.H. A. Work 
At Manufacturers 


Harvey D. Gibson, president of 
Manufacturers Trust Company, has 
announced that Jay Keegan, form- 
erly assistant administrator for 
Title I and director of the Division 
of Education of the Federal Housing 
Administration in Washington, has 
become associated with the bank 
and will make his headquarters at 
the bank’s principal office at 55 
Broad Street, New York. In his bank 
work Mr. Keegan will devote him- 
self principally to the administra- 
tion, development and extension of 


the F.H.A. activities collateral to 
the bank’s operations. His extensive 
experience will be at the disposal 
of banks throughout the country 
and of the building industry. 


Blodget Vice President 
National City 


Donald McK. Blodget, who has 
been in charge of the 51st St. branch 
of the National City Bank of New 
York since the branch was opened 
in 1937, was advanced to a vice 
presidency on June 3. Mr. Blodget 
joined the National City in 1929 as 
assistant vice president at the time 
of the merger with the Farmers 
Loan and Trust Co. He had been 
with the latter institution since 1924 
after five years with the Bankers 
Trust Co. 


Mercantile Commerce Promotes 
White And Sharp 


Joseph White, trust officer of the 
Mercantile Commerce Bank and 
Trust Co. of St. Louis, Mo., was, 
last month, elected a vice president. 
I. A. Long, vice president in charge 
of the bond department, has been 
transferred to the trust department 
continuing as a vice president. The 
trust department will be under the 
supervision of Mr. White and Mr. 
Long. 

W. P. Sharp, formerly the New 
York representative of Mercantile 
Commerce has been elected a vice 
president, and succeeds Mr. Long 
as head of the bond department. 


Davis Heads Club 


Thomas J. Davis, president of the 
First National Bank of Cincinnati, 
Ohio is the newly elected president 
of the Commercial Club of Cincin- 
nati. Mr. Davis’ election occurred 
at the recent annual outing of the 
Club at White Sulphur Springs. 


Tuckerman Vice President 
Old Colony Trust 


John A. Tuckerman, vice presi- 
dent of the First National Bank of 
Boston, Mass., has also been recently 
elected to a vice presidency of the 
Old Colony Trust Company of that 
city. Mr. Tuckerman who is chail- 
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man of the special gifts division of 
the Greater Boston Community 
Fund Campaign, is the son of the 
late Charles S. Tuckerman, first 
secretary, treasurer, and vice presi- 
dent of Old Colony Trust, and asso- 
ciated with the late T. Jefferson 
Coolidge in the founding of that 
institution. 


M. Pritchard to assistant secretary. 

Mr. Jerman, who formerly had 
headquarters in Chicago, is now 
located in the main office in New 
York, but will continue activity 
with the company’s middle west in- 
terests. 

Mr. Claiborne was formerly as- 
sistant manager of the Brussels, 
Belgium, office. + ° 


1941 Bankers Conventions | 


Hotel Stevens, Chicago—Sept. 28- 
Oct. 2. 

Financial Advertisers Association— 
Hotel Statler, Cleveland, O., Sept. 
8-11. 

National Association of Bank Audi- 
tors and Comptrollers—Chicago, 
Ill., Oct. 8-11. 

Mid-Continent Regional Trust Con- 
ference—St. Louis, Mo., Nov. 6-7. 

Pacific and Rocky Mountain Re- 
gional Trust Conference—Seattle, 
Wash., Aug. 6-8. 


Credit Men Pick Watson 


R. W. Watson, vice president of 
the Bank of America N. T. & S. A. 


of the 
innati, 
sident 
incin- 
-urred 
of the 
ngs. 


has been elected vice president of 
the western division of the National 
Association of Credit Men. Mr. Wat- 
son’s activity in credit circles both 
nationally and on the Pacific coast 
extends over a period of 48 years. 
He is a past president of the Los 
Angeles Credit Men’s Association 
and was one of the original organ- 
izers of the Bank Credit Men’s 
Association in that city. 


Anderson Works For “Y“ 


William E. Anderson, vice presi- 
dent and trust officer of the Central 
Trust Co. of Cincinnati, O., will 
direct activities of the membership 
committee of the Columbia Park- 
way Y. M. C. A. in the Cincinnati 
roll call this fall. 


Miller And Bach Head 
Fidelity And Deposit 


Charles R. Miller who has served 
as president of the Fidelity and De- 
posit Co. of Maryland, Baltimore, 
Md., since 1924, has been elected 
chairman of the board of that insti- 
tution to succeed the late W. Bladen 
Lowndes, Sr. 

Frank A. Bach who joined the 
Fidelity and Deposit company as a 
stenographer 40 years ago, has been 
advanced to the presidential desk 
vacated by Mr. Miller. 


Ad Club Treasurer 


Edward R. Brown of the Hunting- 
ton National Bank of Columbus, O., 
has been chosen treasurer of the 
Columbus Advertising Club for the 
coming year. 


Guaranty Trust Promotes 


Guaranty Trust Company, New 
York City, has announced the pro- 
Motion of Thomas P. Jerman and 
Frank J. Cavanaugh to second vice 
presidents; of Omer V. Claiborne to 
%sistant treasurer: and of Lawrence 


july, 1941] 


American Bankers Association — 


State 
National 


Iowa—Hotel Fort Des Moines, Des 


Moines, Sept. 8-10. 


Investment-Wise Bankers 
Depend on the 


Chicago Journal of Commerce 


¥% As Now Quoted In This DAILY Newspaper Of- 
Finance And Business . . . OVER-THE-COUNTER 
MARKETS Are More Accurate Than Those Appearing 
In Any Other Publication! 


Quotations in this department appear daily except 
insular issues which appear Tuesday and Thursday; foreign 
dollar bonds, Tuesday and Friday; local municipals, Wed- 
nesday; and equipment trust notes, Monday, Wednesday 
and Friday. 

All quotations are supplied by the National Associa- 
tion of Security Dealers, Inc., unless otherwise stated. 


OVER-THE-COUNTER MARKETS 
QUOTED DAILY 


INVESTMENT COMPANIES-—(Management and Fixed Group). 
INDUSTRIALS 

INDUSTRIAL BONDS 

PUBLIC UTILITY BONDS 

PUBLIC UTILITY STOCKS 

INSURANCE STOCKS 

REAL ESTATE BONDS 

FARM LOAN BONDS 

BANK STOCKS—(Chicago—New York—Other Banks). 
LOCAL TRACTION ISSUES 

WHEN ISSUED RAILS 


For complete accurate business and financial news and quotations, 
and security quotations on all principal exchanges, DAILY . use 
the dependable source other Bankers use— 


Chicago Sournal of Commerce 


AND LA SALLE STREET JOURNAL 


Per Subscription, On The Annual Basis....$17.00 
12 EAST GRAND AVENUE CHICAGO, ILLINOIS 





Are You 
Ready To 
“Take Over?”’ 


Circumstances of a national 
mature open up today greater 
Opportunities in business and 
banking than have been avail- 
able in the past 10 years. 

Enlarge your knowledge of 
general banking in a quick, 
easy manner, by a thorough 
reading of a set of books (3) 
written for the man in banking 
who wants to be “Ready to 
Take Over” other work. 


Bank Cost Control 
Ben Young $2 


shows how to establish the 
basic records necessary for 
general control—it completely 
revolutionizes the old method 
of bank cost control—elimi- 
mates waste and risks — 
strengthens the bank’s earning 
position. 


Bank Loan Management 
Stronck & Eigelberner $2 


Credit evaluation—satisfactory 
ratio of liquidity—principles of 
handling real estate mortgages 
—diversifications to observe in 
the investment portfolio, etc.— 
Loaning as done profitably 
today. 


Advertising For Banks 
Don Knowlton $2 


How to write copy that arrests 
attention and gets business. 
How to get publicity for your 
bank. How to combat adverse 
publicity to banks in general, 
etc., etc., etc. 


If bought in set of 3—$5. 


PASTE THIS COUPON ON A PENNY POSTCARD 


RAND M°NALLY & COMPANY 
536 So. Clark Street, Chicago 


On 5-day approval plan 


1 Send me the set @ $5 
OC Send me Adv. for Banks @ $2 
CO Send me Bk. Loan Mgmt. @ $2 
0 Send me Bk. Cost Control@ $2 


Chairmen Picked For Bank 
Auditors Meet 


L. H. Hammerstrom, president of 
the Chicago Bank Auditors Confer- 
ence, has just announced the ap- 
pointment of the 1941 Convention 
Committee for the Seventh Annual 
meeting of the National Association 
of Bank Auditors and Comptrollers. 
The Chicago Conference will act as 
host for the Association meeting to 
be held at the Palmer House, Chi- 
cago, from October 8 to 11 inclusive. 

C. Edgar Johnson, assistant vice 
president, First National Bank of 
Chicago, will serve as general chair- 
man, with the following members 
assigned to act as chairmen of the 
named committees: Entertainment 
—Edward E. Dobbeck, auditor, Up- 
town National Bank; Exhibits— 
J. H. Klug, comptroller, American 
National Bank & Trust Company; 
Finance—B. A. Brannen, auditor, 
Harris Trust and Savings Bank; 
Headquarters—John J. Endres, 
auditor, Federal Reserve Bank of 
Chicago; Hotel Reservations—Don- 
ald J. MacDonald, assistant auditor, 
Northern Trust Company. 

Program—L. H. Hammerstrom, 
auditor, Continental Illinois National 
Bank and Trust Company; Recep- 
tion—Philip H. Cordes, auditor 
Lake Shore Trust and Savings Bank; 
Registration—Wm. E. Harrison, As- 
sistant auditor of the City National 
Bank & Trust Company; and Guests 
—J. Carl Sommers, assistant audi- 
tor, First National Bank of Chicago. 

Chicago’s central location and 
many attractions as a convention 
city will undoubtedly influence a 
record attendance, and the Com- 
mittee is preparing to welcome large 
delegations from the 47 Confer- 
ences, making up the National Asso- 
ciation. 


Committees For St. Louis A. B. A. 
Trust Conference 


Appointment of committees for 
the Twelfth Mid-Continent Trust 
Conference, to be held at the Hotel 
Statler, St. Louis, Missouri, Novem- 
ber 6 and 7, 1941, under the auspices 
of the Trust Division of the Ameri- 
can Bankers Association, has been 
announced by Carl W. Fenninger, 
president of the Trust Division and 
vice president of the Provident 
Trust Company, Philadelphia, Pa. 

The Corporate Fiduciaries Asso- 
ciation of St. Louis and the St. 
Louis Clearing House Association 
will act as hosts to this conference. 
W. L. Hemingway, President, Mer- 
cantile-Commerce Bank and Trust 


Company, is the chairman of th 
Advisory Committee; Clarence 
Cowdery, vice president, Boatmen; 
National Bank of St. Louis, is preg. 
dent of the Corporate Fiduciarig 
Association of St. Louis; and Davig 
R. Calhoun, Jr., vice president, § 
Louis Union Trust Company j 
chairman of the Committee on Ar. 
rangements. 


The complete roster of the com. 
mittees is as follows: 


Advisory Committee: W. L. Hem. 
ingway, president, Mercantile-Com. 
merce Bank and Trust Company, 
and second vice president of the 
American Bankers Association, 
chairman; Arthur F. Barnes, presi- 
dent, Manufacturers Bank and Tru 
Company; A. L. Locatell, president, 
Tower Grove Bank and Trust Com. 
pany; Fred L. Denby, president, 
Security National Bank Saving 
and Trust Company; Sidney 
Maestre, president, Mississippi Val- 
ley Trust Company; Edwin T. Mur. 
ray, president, United Bank and 
Trust Company; Isaac H. Orr, chair- 
man of the board, St. Louis Union 
Trust Company; Tom K. Smith 
president, Boatmen’s National Bank 
of St. Louis; Walter W. Smith, pres. 
ident, First National Bank in S$. 
Louis; Owen J. Sullivan, president, 
South Side National Bank in St 
Louis. 


Committee on Arrangements: 
David R. Calhoun, Jr., vice presi- 
dent, St. Louis Union Trust Con- 
pany, chairman; Hugh B. Rose 
trust officer and secretary, Manv- 
facturers Bank and Trust Con- 
pany; Clarence D. Cowdery, vice 
president, Boatmen’s National Bank 
of St. Louis; and the chairmen @ 
the following committees. 

Entertainment Committee: Roya 
D. Kercheval, vice president and 
trust officer, Boatmen’s Nationa 
Bank of St. Louis, chairman. 


Publicity Committee: Towne 
Phelan, vice president, St. Louis 
Union Trust Company, chairman 

Attendance Committee: Joseph 
W. White, trust officer, Mercantile 
Commerce Bank and Trust Com- 
pany, chairman. 

Program Committee: Milton RB 
Stahl, vice president, Mississippi 
Valley Trust Company, chairmat. 

Hotel Committee: Theodore i 
Wigge, trust officer, Security Na 
tional Bank Savings and Trust Com- 
pany, chairman. 


Services received as a result d 
spending money for wages need t 
be analyzed just as carefully # 
services received from money spell 
for banking machinery. 
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Changes Since Rand M®Nally Bankers Sheen First 1941 Edition 


Banks not previously sere indicated by an * 





NEW AND REOPENED INSTITUTIONS 


ya MODES. 6 ccc cccccccccscccccousvec WAGON S5 Sy. sc Wace ea da eeekdwesdadaeeniee les ivnvaarileeteeee Total 24 

DG i ice civ des ndcesaeruenseun National 5; State 11....... 60s eeeeee cree eee ee eee e eee ee eee eee eens aeiawiaah Total 16 
com- BANKS REPORTED DISCONTINUED 

Through Liquidation ................... National 3; State 14; .......... Ce A ss sive cenciigcddgadaa Total 18 

Hem. Through Absorption....................National 11; State 8} Private 1............ccceee cece cece rene eee eeeeceeees Total 20 

Through Merger or Consolidation........National 2; State 3..........ccccee eee e eee e eee e nent eee eee eneeeenesneees Total 5 

Through Conversion.................08. National 4; State 2; i Exivats je ey ee eT EET e Pere eee ree Total - 7 

Total discontinued................National 20; State 27; Private 2; Other Institutions 1..................+..00+ Total 50 




















Through Liquidation. . 
Through Merger or Consolidation 


OD COMNMNUEES 60's ss ceevescecces 


CHANGES IN TITLE AND/OR LOCATION 
Se NG Bik dcx dvencwensstervues 


eC eT OTe Le CC eee Te National 


ARKANSAS 


Hamburg 


Pe MMMMEL. ccc svcecedces eee 1-181 
(Capital $25,000, Surplus $5,000. W. E. 
Foote, President, Leslie J. Serrett, 
Cashier. Opened ‘April 10, 1941. Took 
over capital account and deposits of 
Farmers Bank & Trust Company 


| Bank which is liquidating voluntarily) 
Hamburg 

, pres- Farmers Bank & Trust Company 

in SB sete attain ty 81-181 

+ ' (Voluntary liquidation. Closed April 

sident, 10, 1941. Capital account and deposits 

in St taken over by Farmers Bank (new) 
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CALIFORNIA 
Long Beach 
*Farmers & Merchants Bank, American 
Avenue Branch (1401 American Ave.) 


(Change in title and location of Farm- 
ers & Merchants Bank, Fourth and 
American Branch, (4th & American). 
Reported May 12, 1941) 
Long Beach 
‘Farmers & Merchants Bank, Fourth 
and American Branch (4th & Ameri- 
can 
(Changed title and location to Farm- 
ers & Merchants Bank, American 
Avenue Branch (1401 American Ave.) 
Reported May 12, 1941) 
Angeles 
‘California Bank, 8th & Fedora ome, 
PE OS eer 04 
(Discontinued May 29, 1941 tar Sean 
Ress transferred to and consolidated 
with 6th & Western Office) 


Suisun 

*Bank of Suisun National Association 
GC 66 bok Ké6.00-08 Beth ekane can 90-529 
(Taken over by Bank of America 
National Trust & Savings Assn., at 
close of business May 17, 1941 and 
business merged with their Suisun 
Branch) 

Winters 

*Winters National Bank........ 90-1306 


(Taken over by Bank of America Na- 
tional Trust & Savings Assn., at close 
of business May 17, 1941 and business 
Merged with their Winters Branch) 


COLORADO 
Aspen 


"Aspen State Bank.............. 82-212 
(Voluntary liquidation. Deposit liabil- 
ities assumed by First National Bank 
of Glenwood Springs, May 10, 1941) 


DISTRICT OF COLUMBIA 
Washington 
The Potomac Joint Stock Land Bank 
DEL, wich io0ds esa paeae 15-116 
pagnpleted liquidation December 30, 


FLORIDA 
Miami 
‘Riverside Bank, 20 N. W. 12th Ave. 
DCG écsbnadndeus akaned eee aa 63-542 
(Capital $100,000, Surplus $25,000. 


Calvin Oak, President, T. F. Dunlap, 
Cashier. Opened May 19, 1941) 


July, 1941 


epee se OE eae eee oe ee eer 
isgeevuaun State 6 





GEORGIA 


Acworth 


S. Lemon Banking Company...64-394 
(Changed title and location on April 
8, 1941 to Cobb Exchange Bank, Mari- 
etta, using A. B. A. number 64-1195) 
Blakely 
Re OO Bi ise iccadcatwins 64-1200 
(Capital $30,000, Surplus $6,000. R. C. 
Singletary, President, H. A. Walton, 
Cashier. Opened April 28, 1941) 
Claxton 
The Claxton Bank ............ 64-1201 
(Capital $25,000, Surplus $5,000. C. M. 
Rushing, President, J. E. Collins, 
Cashier. Opened February 24, 1941) 
Marietta 
Cobb Exchange Bank......... 64-1195 
(Capital: Common $50,000, Capital 
Notes $15,000 Surplus $10, 600. Cc. B. 
Goslan, President, E. J Striplin, 
Cashier. Change in title and location 
of S. Lemon Banking Company, 
Acworth. Effective April 8, 1941) 


HAWAII 
Honolulu 


*Bishop National Bank of Hawaii at 


Honolulu, Waikiki Branch at Kala- 
SP Peerrrrerr Terre eet ce 59-131 
(Clarence Scott McWayne, Assistant 
Cashier. Opened May 12, 1941) 
ILLINOIS 
Brighton 
Brighton State Bank........ 70-1020 


(Liquidated as of May 8, 1941) 
Chicago 
*Northwest National Bank of Chicago, 
3985 Milwaukee Ave............. 2-423 
(Capital $200,000, Surplus and Profits 


$65,000. George z Prugh, President, 
W. H. MeDaniel, Cashier. Opened 
June 14, 1941) 

Colchester 
National Bank of Colchester. ..70-739 


(Taken over by Union National Bank, 
Macomb, March 22, 1941) 

Cypress 

*Farmers & Merchants rome 
(Entered voluntary liquidation April 
21, 1941 and is now in trusteeship) 

Geneseo 


*The First National Bank of Geneseo 
dette uw samees Cuan eke eek ee ee 70-497 
(Voluntary liquidation May 26, 1941. 


Absorbed by The Farmers National 
Bank of Geneseo) 

Indianola 
First State Bank & Trust Company 


CcdebsneckGussdcteeetwetan cones 70-1370 
(Closed January 29, 1941) 

Lacon 
Lacon State Bank.............. 70-1757 


(Merged with First 
February 24, 1941) 


National Bank, 


Plymouth 
Plymouth State Bank......... 70-936 
(Ceased taking deposits March 22, 


Pe and is liquidating voluntarily) 

incy 

Illinois National Bank of Quincy 70-54 
(Capital $200,000. W. J. Singleton, 
President, J. W. Nethery, Cashier. 


eae udawdedscnokeanoiwetenees 3 
eae. d acdunddhaadeieaeee Total 3° 


RS rE Se oe Total 6 


Conversion of Illinois State Bank, 

effective March 31, 1941) 
Quincy 

Illinois State Bank............. 70-54 

(Converted to Illinois National Bank 

of Quincy, effective March 31, 1941) 


IOWA 

Davenport 

*Northwest Bank & Trust Comgong 
£6540s40 60404 Ns Nad ekee ee eed cae 2-1 
(Capital $100,000, Surplus and Profits 
$25,000. Henry H. Jebens, President, 
Harry C. Lynn, Executive Vice-Presi- 
dent and Cashier. To open July 1 1941) 

Denison 
Commercial State Bank........ 72-1983 
(Entered voluntary liquidation Febru- 
ary 21, 1941) 

Des Moines 
Iowa State Bank............+..-- 33-79 
(Capital $100,000, Surplus and Profits 
$25,000. G. A. Frampton, President and 
Cashier. Opened March, 1941) 

Hancock 
Avoca State Bank, Office of Avoca... 
(Richard M. Coe, in charge. Opened 
February 1941) 

Mason City 

*Northwest Savings Bank....... 72-2105 
(Merged with First National Bank at 
close of business May 10, 1941) 


KANSAS 

Lawrence 

*Peoples State Bank........ces:-; 83-46 
(Absorbed by First National Bank, 
May 17, 1941) 

KENTUCKY 

Creelsboro 
Bank of Creelsboro............ 73-729 
(Voted voluntary liquidation March 
10, 1941) 

Jeffersontown 
Bank of Jeffersontown......... 73-583 


(Capital $25,000, Surplus and Profits 
$5,500. George Y. Sweeny, President, 
Earl R. Johnson, Cashier. Change in 
title and location of Bank of Prospect, 
Prospect. Effective February 14, 1941) 
Prospect 
Bank of Prospect............. . . 73-583 
(Moved to Jeffersontown under title 


of Bank of Jeffersontown, February 
14, 1941) 
MAINE 
Waterville 
Depositors Trust Co. Branch. of 
pO  SPrerrrr er rer ce 52-65 
(Gelen F. Sweet, Manager. Opened 


May 1, 1941. Succeeded First National 
Bank, part of whose assets were pur- 
chased and deposit liabilities assumed 


by Depositors Trust Company, 
Augusta) 

Waterville 
First National Bank............ 52-65 


(Certain assets purchased and deposit 
liabilities assumed by Depositors Trust 
Company, Augusta, May 1, 1941, which 
bank now operates a branch at Water- 
ville) 
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MARYLAND 
East New Market 
County Trust Co. of Maryland, Branch 
of Cambridge 65-155 
(Merged with branch at MHurlock, 
April 15, 1941) 


MASSACHUSETTS 

Boston 
Columbus Savings Bank 
(Business transferred to Boston Five 
Cents Savings Bank, March 29, 1941) 

East Weymouth 
Granite Trust 
Quincy 
(Succeeded Weymouth Trust ia 
Jackson Square Branch of South Wey- 
mouth, .when business of head office 
and branches was transferred to the 
Granite Trust Company, Quincy, on 
May 1, 1941) 

East Weymouth 
Weymouth Trust Company, Jackson 
Square Office of South Weymouth.... 
(Succeeded by Granite Trust Company, 
Branch of Quincy, when business of 
head office and branches was trans- 
ferred to the Granite Trust Company, 
Quincy, on May 1, 1941) 

Hopkinton 
Hopkinton National Bank 
(Voluntary liquidation, 
March 31, 1941) 

South Weymouth 
Granite Trust 
Quincy 
(Succeeded Weymouth Trust Company 
whose business was transferred to the 
Granite Trust Company on May 1, 
1941) 

South Weymouth 
Weymouth Trust Company... .53-346 
(Business transferred to Granite Trust 
Company, Quincy on May 1, 1941 and 
bank operated as a branch) 

Weymouth 
Granite Trust 
Quincy 
(Succeeded Weymouth Trust Company, 
Washington Square Branch of South 
Weymouth, when business of head 
office and branches was transferred 
to the Granite Trust Company, Quincy, 
on May 1, 1941. 

Weymouth 
Weymouth Trust Company, Washing- 
ton Square Branch of South Weymouth 


Company, Branch of 


53-548 
effective 


Company, Branch of 


Company, Branch of 


(Succeeded by Granite Trust Com- 
pany, Branch of Quincy, when busi- 
ness of head office and branches was 
transferred to the Granite Trust Com- 
pany, Quincy, on May 1, 1941) 


MICHIGAN 
Allen 
Allen State Savings Bank 
(To liquidate voluntarily. Did “not 
renew charter when it expired March 
16, 1941) 
Detroit 
National Bank of Detroit, Branch at 
West McNichols Road and Sorrento 
Ave. 
(Gordon W. Willis, Manager. To open 
on or about April 8, 1941) 
Grand Rapids 
Union Bank of Michigan, Division 
Hall Branch 
(Harry N. Stringham, and Walter S. 
Brown, Co-Managers. Opened April 
14, 1941) 
Grand Rapids 
Union Bank of Michigan, Branch at 614 
Bridge St. 

(Felix Latzek, Manager. Opened April 
14, 1941) 
Iron Mountain 
*Commercial Bank of Iron een 
74-174 
National 
1941) 


(Converted to Commercial 
Bank of Iron Mountain, June 3, 
Iron Mountain 
*Commercial 
Mountain 
(Capital: 
$90,000, 


National Bank of_ Iron 
Common $100,000, Preferred 

Surplus and Profits $66,000. 
W. W. Thompson, President, F. O. 
Morett, Cashier. Conversion of Com- 
mercial Bank of Iron Mountain, effec- 
tive June 3, 1941) 

Mt. Clemens 

Macomb County Trust Company 74-212 
(Entered voluntary liquidation April 
21, 1941) 

Nashville 

The Central National Bank at Battle 
Creek, Nashville eo of Battle 
Creek 
(Ward C. Butler, 
February 24, 1941) 


MINNESOTA 


* Manager. Opened 


Belview 
Belview State Bank 
(Capital $10,000, Surplus and Profits 


342 


$3,000. O. A. Lende, President, W. C. 
Dahl, Cashier. To open May 19, 1941) 

Duluth 
St. Louis County State Bank....75-5 
(Consolidated with Duluth National 
Bank, March 15, 1941) 

Halstad 
First National Bank of Halstad.75-519 
(Will convert to Red River State 
Bank, May 19, 1941) 

Halstad 
Red River State Bank 
(Capital $25,000, Surplus and Profits 
$7,000. Walter Johnson, President, Geo. 
A. Johnson, Cashier. Conversion of 
First National Bank of Halstad, effec- 
tive May 19, 1941) 

Wabasha 
The First National Bank of Wwapeme 
(Converted to First State Bank of 
Wabasha, March 22, 1941) 

Wabasha 
First State Bank of Wabasha. .75-168 
(Capital $75,000, Surplus and Profits 
$50,000. L. Whitmore, President, A. J. 
Doffing, Vice President and Cashier. 
Conversion of The First National 
Bank of Wabasha, March 22, 1941) 


MISSISSIPPI 
Baldwyn 


Bank of Baldwyn 
(Closed March 10, 1941) 

Baldwyn 
Farmers & Merchants Bank...85-573 
(Capital $30,000, Surplus and Profits 
$7,500. Victor Davis, President, J. R. 
Ford, Cashier. Opened March 10, 1941) 


MISSOURI 
Buffalo 


Bank of Buffalo - 
(Assets purchased and deposit liabili- 
ties assumed by O’Bannon Banking 
Company, March 22, 1941) 

Dederick 

Farmers Bank - 
(Closed January 31, 1941. Liquidated 
through First National Bank, Nevada) 

Novinger 

*Bank of Novinger 
(Voluntary liquidation. 
paid off and quit 
1941) 

St. Joseph 
Burnes National Bank 3 
(Purchased by First National Bank, 
March 15, 1941) 

Sumner 

Sumner Exchange Bank 80-1224 
(Charter expired April 30, 1941 and 
bank is paying its depositors in full) 


80-384 
Depositors 
business May 31, 


NEW JERSEY 
Pompton Lakes 
*The First National Bank & Trust c om- 
pany of Pompton Lakes 
(Voluntary liquidation May 31, 1941. 
Succeeded by North Jersey National 
Bank of Pompton Lakes (new charter) 
Pompton Lakes 
*North Jersey National Bank of Pomp- 
ton Lakes (new charter) 5 
(Capital $100,000. Albert C. 
President, Leo V. Hammond, Cashier. 
Succeeded The First National Bank 
and Trust Company of Pompton Lakes, 
May 31, 1941) 


NEW MEXICO 


Kluge, 


Albuquerque 

*New Mexico State Bank.......... 95-9 
(Capital $50,000, Surplus and Profits 
$15,000. R. E. Adams, President, Nolan 
P. Walter, Vice-President and Cashier. 
To open July 1, 1941) 


NEW YORK 

Clyde 

*Briggs National Bank of Clyde. .50-698 
(Change in title of The Briggs Na- 
tional Bank & Trust Co. of Clyde, 
effective May 20, 1941) 

Clyde 

*The Briggs National Bank & Trust Co. 

“ly 50-698 

(Changed title to Briggs National 
Bank of Clyde, May 20, 1941) 

Hastings-on-Hudson 
The County Trust Company, Branch 
of White Plains 50-754 
(Opened February 28, 1941. Succeeded 
First National Bank) 

Hastings-on-Hudson 
First National Bank 
(Purchased by County Trust Company, 
White Plains, February 27, 1941 and 
operated as a branch) 

Hudson Falls 
eon First wearers Bank of Hudson 
Falls 
Capital $200, 600, Surplus" ‘and Profits 
$301,000. President Cc. W. Higley, Cash- 
ier Alton J. Minton. (Consolidation of 


Peoples National Bank and Sandy Rij 
National Bank. To become effectiy, 
March 29, 1941) 

Hudson Fails 
Peoples National Bank =435 
(To consolidate with Sandy Hil” Na- 
tional Bank as The First Nationa) 
Bank of Hudson Falls, March 29, 1941) 

Hudson Falls 
Sandy Hill National Bank 50-435 
(To consolidate with Peoples Nationa 
Bank as The First National Bank of 
Hudson Falls, March 29, 1941) 

New Rochelle 
First National Bank of New Rochelle 
Branch at the New York, ta = 
& Hartford Railroad Station. 
(Opened March 26, 1941) 

New York City 
Heidelbach, Tenethetmer & Co. (Pri. 
vate Bank) 1-521 
(Retired from business and certaiy 
deposit liabilities purchased by Com. 
mercial National Bank & Trust (Co, 
March 1941) 

New York City 
Macy’s Bank (State Bank)...... 1-673 
(Capital $375,000, Surplus $375,009, 
Edwin I. Marks, President, Ernest 
Katz, Cashier. Conversion of R. H 
Macy & Co., Private Bankers, Decem- 
ber 1940) 

New York City 
R. H. Macy & Co., Private Bankers 

eT errr er. 1-673 

(Converted toa state bank under title 
of Macy’s Bank, December 1940) 

New York 
The New York Trust compens, = 
Avenue Office (1 E. 57th St.). 
(Closed May 1, 1941) 

New York 
The New York Trust Company, Rocke- 
feller Center Office (10 Rockefeller 
Plaza) 
(Opened May 1, 1941) 

Port Chester 
aaa National Bank & Trust Be 


ny 0-281 
This bank and the Mutuai 
Company of Westchester County will 
be taken over by the Washington 
Irving Trust Company of Tarrytown, 
on April 28, 1941 and will be operated 
as a branch. 

Port Chester 
Mutual Trust Co. of 
County 
(This bank and the First National 
Bank & Trust Company will be taken 
over by the Washington Irving Trust 
Company of Tarrytown, on April 2, 
1941 and will be operated as a 
branch) 

Port Chester 
Washington Irving Trust Comaam 
Branch of Tarrytown -281 
(To open April 28, 1941. Will Ban 
First National Bank & Trust Com- 
pany and Mutual Trust Company of 
Westchester County which will b 
taken over by the Washington Irving 
28. 45 —_—— Tarrytown, on April 

1941 


NORTH CAROLINA 

Hendersonville 

State Trust Company opened a Tellers 

Window in Hendersonville. 

(F. H. Drake, Assistant Cashier it 

charge. Reported March 21, 1941) 
Hollyridge 

Waccamaw Bank & Trust Company, 

Branch of Whiteville 66-936 

(Glenn W. Bowers, Cashier. To opel 

about May 15, 1941) 


NORTH DAKOTA 
Burlington 
First State Bank 402 
(Completed liquidation of its deposit 
liability and discontinued business % 
of May 7, 1941) 


OHIO 


Westchester 
50-283 


Cincinnati 
The Central Trust Company, 
Street Office 
(Consolidated with Main Omce ‘as of 
the close of business April 5, 1941) 
Perrysville 
Farmers & Savings Bank, Branch 0 
Loudonville. 
(Discontinued March 31, 1941) 


OKLAHOMA 


Oklahoma City 

*Central Morris Plan State Bank. .39-# 
(Capital $150,000, Surplus and Profits 
$40,000. L. D. Lacy, President, H. 
Pickett, Cashier. Opened June 2, 194) 

Tulsa 
*Citizens 


Morris Plan 


State Ban 
e 96.1268 





erated 
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0,000. Geo. F. S. Beal, President, 
win B. Jones, Jr., Vice-President, 
Cashier and Secretary. Opened June 
2, 1941) 


PENNSYLVANIA 
side 

ieeewick National Bank 60-1731 
(Closed by the Comptroller of the Cur- 
rency on April 14, 1941, and is in 
liquidation) 
Glenside 

Northwestern National Bank in Phila- 
delphia, Glenside Office 
(Joseph F. Malott, Manager. 
April 18, 1941) 

urelton 
Lesurelton State Bank 
(Absorbed by Mifflinburg Bank & 
Trust Company, Mifflinburg, February 
1, 1941) n 

cKees Rocks 
Wteartiors Bank 

(Capital: Common $50,000, Preferred 
$100,000, Surplus and Profits $32,000. 
Frank J. Lanahan, President, Henry 
G. Haupt, Cashier. Change in title of 
Chartiers Trust Company. Effective 
December 24, 1940) 
McKees Rocks 

Chartiers Trust Company 

(Changed title to Chartiers Bank, 
December 24, 1940) 


SOUTH CAROLINA 
Rock H 


ill 

Rock Hill National Bank 
(Capital $100,000. John A. _ Black, 
President, D. J. Reece, Cashier. 
Charter issued March 12, 1941. Opened 
April 15, 1941) 
Travelers Rest — 

*Citizens Depository, ; 
(Capital $2,500, Surplus $1,000. W. A. 
Jones, President and Cashier. To open 
in June 1941) 


TEXAS 


Opened 


67-730 


allas 
mewood State Bank of Dallas. .32-79 
(Capital $100,000, Surplus and Profits 
$25,000. J. F. Parks, President, Everett 
Gragard, Jr., Cashier. Opened June 4, 
1941) 
Fredericksburg 
Security State Bank 88-2194 
(Capital $50,000, Surplus and Profits 
15,000. P. T. Donop, President, L. M. 
e, Vice President and Cashier. 
Opened April 15, 1941) 
Irene 
First National Bank 88-1111 
(Voluntary liquidation. as of March 
31, 1941) 
Pharr 
Security State Bank 88-1981 
(Change in location of Security State 
Bank, San Juan. Effective March 10, 
1941) 
San Juan 
Security State Bank 88-1981 
(Moved to Pharr, March 10, 1941) 


VERMONT 
Rutland 
*The Clement National Bank ....58-20 
(Demand deposit liabilities assumed 
by The Killington National Bank and 
time deposit liabilities assumed by 
Rutland Trust Company, June 1, 1941) 


WASHINGTON 
Spokane 


Mechanics Loan & Trust Company... 
(Entered voluntary liquidation March 
12, 1941, Closed May 14, 1941) 


WISCONSIN 
Bayfield 


First National Bank 
(Taken over on May 5, 1941 by the 
First National Bank, Washburn, which 
then converted to Washburn State 
Bank with head office at Washburn 
and paying and receiving station at 
Bayfield) 

Bayfield 

Washburn State Bank, Paying and 
Receiving Station of Washburn 
(Opened May 5, 1941. Succeeded First 
National Bank which was taken over 
by the First National Bank, Wash- 
burn which then converted to the 
Washburn State Bank) 

ion 
First National Bank in Marion. .79-383 
(Converted to Marion State Bank, 

February 24, 1941) 

rion 
Marion State Bank 79-383 
(Capital $50,000. Surplus and Profits 
$18,000. F. H. Uttormark, President, 
Edmund E. Hart, Cashier. Conversion 
of First National Bank in Marion, 
February 24, 1941) 


July, 1941 


Readstown 
Farmers State Bank, Paying and Re- 
ceiving Station of Viola 
(Discontinued after March 1, 1941) 

Washburn 
First National Bank 79-1059 
(Converted to Washburn State Bank, 
May 5, 1941, after purchasing the First 
National Bank, Bayfield and is operat- 
ing it as a paying and receiving 
station) 

Washburn 
Washburn State Bank 
(Capital: Common $50,000, preferred 
$15,000, Surplus and Profits $17,000. 
Gust J. Johnson President, M. F. 
Jacobs, Cashier. Conversion on May 
5, 1941 of First National Bank which 
purchased the First National Bank of 
Bayfield and is operating it as a pay- 
ing and receiving station) 


New Banks Reported in 
Process Of Organization 
t Indicates Press Report 
ALABAMA 
Prichard 
*+Prichard State Bank. 
(Capital $100,600. Dr. L. T. 
correspondent) 
HAWAII 
Honolulu 


Bishop National Bank of Hawaii at 
Honolulu, Kaimuki Branch. 


INDIANA 


Lane, 


Noblesville 

+Hamilton County Banking Company. 
(E. E. Cornthwaite, Cicero, corre- 
spondent) 


IOWA 
Ruthven 


+Ruthven State Bank. 
(Capital $25,000, Surplus $5,000. W. W. 
Linebarger, Mason City, Cashier. To 
open July 1, 1941) 

Vinton 
Farmers & Merchants Savings Bank. 


MASSACHSETTS 
Boston 


The National Shawmut Bank of Bos- 

on. Branch authorized at 1850 Centre 
t. 

Boston ‘ 
The National Shawmut Bank of Bos- 
ton, Branch authorized at 166 Dudley 
St. 

Boston 
The National Shawmut Bank of Bos- 
ton, Branch authorized at 494 Galli- 
van Blvd. 

Boston 
The National Shawmut Bank of Bos- 
ton, Branch authorized at 900-902 
Beacon St. 


MICHIGAN 
Detroit 
*Industrial National Bank—Detroit. 
(Branch authorized at: 16301 E. War- 
ren Ave. (corner of Three Mile Drive) 


MINNESOTA 
Marietta 
*+State Bank of Marietta. 
(Capital $10,000, Surplus $2,000. 
F. W. Stevens, President) 


NEVADA 
Boulder City 
*+Bank of Nevada, Branch of Las Vegas. 
Las Vegas 
*+Bank of Nevada. 
(W. E. Ferron, correspondent) 


NEW MEXICO 
Albuquerque 
tNew Mexico State Bank. 


NORTH CAROLINA 
Arapahoe 
?+Guaranty Bank & Trust Company, 
Teller’s Window of Greenville. 
Vanceboro 
*+Guaranty Bank & Trust Company, 
Branch of Greenville. 
TENNESSEE 
Memphis 
tUnion Planters National Bank & 
Trust Company will establish a new 
branch at N. E. corner Cleveland and 
Larkin sts. 


TEXAS 
Dallas 


tLakewood State Bank. 
(Capital $100,000, Surplus $20,000. J. 
F. Parks, correspondent) 


Morton 

tFirst State Bank. 
(Capital $25,000, Surplus and Undi- 
vided Profits $7,500. W. W. Williams, 
Correspondent) 


VIRGINIA 
Hampton 


*Bank of Wythe. 
(Reported May 31, 1941)- 

Hilton Village 

Bank of Warwick. 
(Capital $100,000. Dr. Guy C. Amory, 
President) 

Norfolk 

National Bank of Commerce of Nor- 
_ Branch authorized at 239 Main 
t. 


WASHINGTON 
Port Angeles 
*Olympic State Bank. 
(Reported May 16, 1941) 


F D1 C Changes 


ARKANSAS 
Hamburg—Farmers Bank..........4 Add 
Hamburg—Farmers Bank & Trust Com- 

Delete 


CALIFORNIA 


Fort Ord—Monterey County Trust & 
Savings Bank, Branch of Salinas. .Add 


GEORGIA 


Acworth—S. Lemon Banking Co. Delete 
Marietta—Cobb Exchange Bank....Add 


IDAHO 
Boise—The Idaho First National Bank 
of Boise Delete 
Boise—The Idaho First National Bank 


Add 

Buhl—The Idaho First National Bank 
of Boise, Buhl Branch of Boise. .Delete 
Buhl—The Idaho First National Bank, 
Buhl Branch of Boise......... »...Add 
Caldwell—The Idaho First National 
Bank of Boise, Caldwell Branch of 


Boise 
Caldwell—The Idaho First National 
Bank, Caldwell Branch of Boise. ..Add 
Coeur d’Alene—The Idaho First National 


Bank of Boise, Coeur d'Alene Branch 


Coeur d’Alene—The Idaho First National 
Bank, Coeur d’Alene Branch of — 
A 
Kellogg—tThe Idaho First National Bank 
of Boise, Kellogg Branch of Boise 
Delete 
Kellogg—The Idaho First National 
Bank, Kellogg Branch of Boise....Add 
Lewiston—The Idaho First National 
Bank of Boise, Lewiston Branch of 
Boise 
Lewiston—The Idaho First National 
Bank, Lewiston Branch of Boise. .Add 
Meridian—The Idaho First National 
Bank of Boise, Maridian Branch of 


Boise Delete 
Meridian—The Idaho First National 
Bank, Meridian Branch of Boise..Add 
Moscow—The Idaho First National Bank 
of Boise, Moscow Branch of Boise 
Delete 
Moscow—The Idaho First National Bank, 
Moscow Branch of Boise A 
Nampa—tThe Idaho First National Bank 
of Boise, Nampa Branch of Boise. Delete 
Nampa—The Idaho First National Bank, 
Nampa Branch of Boise Add 
Nezperce—The Idaho 
Bank of Boise, Nezperce Branch of 
Boise 
Nezperce—The Idaho First National 
Bank, Nezperce Branch of Boise. .Add 
Parma—The Idaho First National Bank 
of Boise, Parma Branch of Boise. Delete 
Parma—tThe Idaho First National Bank, 
Parma Branch of Boise 
Potlatch—The Idaho First 
Bank of Boise, 
Boise 
Potlatch—The Idaho First National 
Bank, Potlatch Branch of Boise..Add 
Rupert—The Idaho First National Bank 
of Boise, Rupert Branch of Boise 
Delete 
Rupert—The Idaho First National Bank 
Rupert Branch of Boise Add 
Wallace—The Idaho First National Bank 
of Boise, Wallace Branch of Boise 


Wallace—The Idaho First National 
Bank, Wallace Branch of Boise...Add 
Weiser—The Idaho First National Bank 
of Boise, Weiser Branch of Boise 
Delete 
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Weiser—The Idaho First National Bank, 
Weiser Branch of Boise Add 


ILLINOIS 
Brighton—Brighton State Bank..Delete 
Colchester—The National Bank of Col- 
chester 

Cypress—Farmers & Merchants State 
Bank Delete 

Fairmount—Porterfields State Bank of 
Fairmount 

Indianola—First State Bank & Trust 
Company 

Lacon—Lacon State Bank 

Quincy—lLllinois National Bank of 
Quincy 


Quincy—lIllinois State Quincy 


Denison—Commercial State Bank. Delete 

Hancock—The Avoca State Bank, 
Branch of Avoca 

Des Moines—Iowa State 


KANSAS 


Burlingame—The First State Bank of 
Burlingame Ad 
Turon—State Bank of Turon 


KENTUCKY 
Jeffersontown—Bank of aepranipeyee 


LOUISIANA 


Lake Providence—The First National 
Bank of Lake Providence, at Provi- 
dence 

Lake Providence—The First National 
Bank of Lake Providence 


MAINE 


Warren—Knox County Trust Company, 
Branch of Rockland Delete 


MARYLAND 


East New Market—County Trust Com- 
pany of Maryland, Branch of Cam- 
bridge .Delete 


MASSACHUSETTS 


Hopkinton—Hopkinton National Bank 
Delete 


MICHIGAN 
Allen—aAllen State Savings Bank. Delete 
Nashville—The Central National Bank at 
Battle Creek, Branch of Battle ss 


MINNESOTA 


Lockhart—First State Bank of Lockhart 

Delete 

Ulen—The Northwestern State Bank of 

Ulen Add 

Wabasha—The First National Bank of 
Wabasha 

Wabasha—First State Bank......../ Add 


MISSISSIPPI 


Baldwyn—Bank of Baldwyn 
Baldwyn—Farmers and Merchants — 
Bank of Bolivar County 
A 


MISSOURI 


B3uffalo—Bank of Buffalo 
St. Joseph—The Burnes National Bank 
of St. Joseph Delete 


NEBRASKA 
Chadron—Bank of Chadron 


NEW YORK 


Hastings-on-Hudson—The County. Tr. 
Company, Branch of White er 


Hastings-on-Hudson—The First 
tional Bank of Hastings-on-Hudson 


Hudson Falls—Peoples National 
of Hudson Falls 

Hudson Falls—Sandy Hill National 
Bank of Hudson Falls Delete 


NORTH DAKOTA 


Zeeland—MclIntosh County Bank, Branch 
of Ashley Add 


Perrysville—Farmers and Savings Bank, 
Branch of Loudonville Delete 


OKLAHOMA 


Anadarko—The First National Bank of 
Anadarko Delete 
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PENNSYLVANIA 


Laurelton—Laurelton State Bank. Delete 
McKees Rocks—Chartiers Bank....Add 
“a Rocks—Chartiers Trust Com- 


Philadelphia——Mid- City Bank and Trust 
Company Add 

Philadelphia—Mitten 
Company 

Wilson (P. O. Easton)—The Easton 
National Bank, Branch of Easton. Add 


SOUTH CAROLINA 


Fort Jackson—The South Carolina Na- 
tional Bank of Charleston, Branch of 
Charleston dd 

tock Hill—Rock Hill National Bank 


SOUTH DAKOTA 


Herreid—Eureka State Bank, Branch of 
Eureka Add 


Alamo Heights—Broadway National 
Bank A 
Fredericksburg — 


Irene—First National Bank of Irene 


San Juan—Security State Bank of San 


Manti—Manti City Bank A 
Manti—Manti City Savings Bank. Delete 


VIRGINIA 


Melfa—Eastern Shore Citizens Bank, 
Branch of Onancock Delete 
Temperanceville—Eastern Shore _ Citi- 
zens Bank, Branch of Onancock.Delete 


WISCONSIN 


3arneveld—Barneveld State Bank..Add 
Marion—First National Bank in Marion 


Marion—Marion State Bank 
Readstown—Farmers State Bank, Pay- 
ing and Receiving Station of Viola 
Delete 
Rib Lake—The First National Bank of 
Rib Lake Delete 
Rib Lake—State Bank of Medford, Pay- 
ing and Receiving Station of — 


Consumer Credit Loans Rise 
AO Per Cent In 1940 


Retail installment loans made by 
banks increased 40% during 1940 
reported Kenton R. Cravens, chair- 
man of the Consumer Credit Coun- 
cil of the American Bankers Asso- 
ciation, in an address opening the 
annual Consumer Credit Confer- 
ence of the Association recently 
held in St. Louis. Mr. Cravens is 
vice president of the Cleveland 
Trust Company, Cleveland, Ohio. 

The total amount of installment 
consumer credit loans outstanding 
on the books of banks on December 
31, 1940 was $1,468,602,000. Install- 
ment loans against retail sales 
totaled $776,348,000 on December 
31, an increase of 43% over the 
previous year. Cash _ installment 
loans made directly to individuals 
for personal needs totaled $416,970,- 
000, an increase of 34% F. H. A. 
Title I loans for modernization of 
homes outstanding on December 31 
totaled $275,284,000. Mr. Cravens 
estimated that banks are now han- 
dling between 33 1/3 and 40% of the 
retail installment loan paper out- 
standing. 
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